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by EUGENE J. HARDY 





Preliminary footwear production figures for 1947 indicate total output 
of about 465,000,000 pairs—a_loss in production of about 65 million pairs from 
1946 or a percentage decline of slightly less than 15 per cent. 

The drop in production has been a topic of wide discussion with 
varying opinion as to the reasons. Much of this opinion has been recorded on 
this page during the past year. One point on which there is little difference 
of opinion is the fact that 1947 was a sobering year for shoe people. 

What then can be expected during 1948, according to the best opinion 
of Washington shoe economists? 

In general, a continuation of trends which were set in motion during 


the last half of 1947 is anticipated. 


More specifically, the outlook is forecast as follows: 


1 — An even greater demand on the part of the consuming public for 
medium and lower priced footwear. 


2 — Pairage sales at retail will probably not be any greater than 
during the year just ended. 


5S -— Total footwear production will probably be 5 to 10 per cent lower 
than 1947 output unless prices drop considerably. 


4 -— Inventories will become more stable giving the retail trade a 
better opportunity to resist price advances this year than was possible during 
1947. Approximately 50,000,000 pairs of the 1947 output went into inventories. 
An important share of this replaced wartime stocks and while this cut down the 
number of pairs that actually can be classed as firm inventory a sizable 
quantity was still added to retail stocks. And with pipelines being filled a 
leveling off is anticipated. 

Another trend which became evident during the last four months of 1947 
and is expected to continue is the increased use of plastic soles on lower-— 
priced shoes. This development is attributed to the high cost of leather 
coupled with the necessity for manufacturers to satisfy the demand for shoes 
priced at $5.00 and under. 
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Latest reports from Czechoslovakia indicate that Bata has replaced all 
American lasts, destroyed by bombing during the war, which removes one important 
obstacle to the nationalized industry's desire to enter the American market 
again. 





Diplomatic sources report that basically the leather industry in 
Czechoslovakia is sound and in most branches should be able to attain prewar 
levels of production within a relatively short time. The principal problems 
with which it has had to contend during the immediate postwar years—lack of raw 
materials, labor turnover, high production costs, political managers on some of 
the nationalized plants and obsolescent machinery—should be gradually 
eliminated. 

Factories have shaken down to substantial production following the 
reorganizations which attended the nationalization process; raw materials are 
being fed to the factories in greater volume; costs are coming down slowly as 
workers concentrate more on production than on political and other demonstra- 
tions; and trade with Western countries notably Switzerland, Sweden, Belgium and 
England has been revived. In this connection, it should be pointed out that 
the new trade agreement with Russia calls for large quantities of shoes which 
may inhibit exports to other countries. 
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Genuine reptiles are usually bark- 
tanned and are quickly and perma- 


mently discelered by steam. 
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De not attempt te steam-solten 
thermeplastic bex tees in rep- 
tile uppers. Get your Beckwith 
agent’s recommendatien in 
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tlee your conditions best faver, 
he can either supply yeu with 
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ting at pulling-over. 
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CHARLES G. NICHOLS, executive 
vice-president and general manager 
of The G. M. McKelvey Company, 
Youngstown, Ohio, outlines “What 
retailers must do as their part in 
the program of increasing volume in 


Spring of 1948: 





“1. We must be willing to give 
our orders to the manufacturers 
when they want them—in order to 
permit them to profitably schedule 
their production. 

“2. We must live up to our orders 
and not try to get out from under 
if the going gets tough. 

“3. We must be willing to listen 
to the manufacturer’s problem with 
an unbiased viewpoint and cooper- 
ate with him wherever justified. 

“4. We must eliminate the idea 
from his mind and ours that each 
of us is trying to let the other hold 
the bag. 

“5S. We must emphasize over and 
over again the necessity of our 
buyers and merchandisers planning 
a season’s business with the manu- 
facturer far enough in advance so 
that we have the right merchandise 
at the time the customer wants it. 
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“6. We must impress upon the 
manufacturer that we are entitled 
to a reasonable profit and he hasn't 
the right to dictate our selling 
prices, because he certainly is not 
willing to take our markdown 
losses.” 

MORTON HACK of the Hack Shoe 
Company, Detroit, Mich. says: 

“Health shoe merchants have ever 
had an awareness of the importance 
of well-fitted shoes. If they were 
less altruistic, they would welcome 
the new long skirt for, along with 
the new silhouette, have come the 
higher heel and more flimsily con- 
structed shoes. These shoes spell 
F-0-0-T T-R-O-U-B-L-E and pre- 
sage that the fashionably dressed 
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woman of today will be the ortho- 
pedically shod woman of tomorrow. 

“Seriously, no matter how the eco- 
nomic prognosticators may inter- 
pret the business cycle, it appears 
that the health shoe business will be 
less affected than any other phase 
of the shoe industry.” 

He also sends us a tear sheet from a 


local newspaper, wherein James R. Walsh 
(veteran attorney for the Corporation 
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Counsel’s office) advocates a return to 
low heels on women’s shoes. Walsh 
dosn’t pretend to be a fashion authority 
but he knows that low heels save the City 
money and he says: “For purely legal rea- 
sons, I’ve made a study of women and the 
way they walk. They wobble. Why with 
the type of shoes they weer, they could 
trip over a match stick . . . I wish all 
older women would wear the low heel 
shoes popular with the younger set.” 





JAMES A. GRIFFITH of Griffith's 
Fifth Avenue Shoe Guild, Seattle, 
Wash., says: 

“Now that closed back and closed 
toe shoes are back in the style pic- 
ture there is an evident need for a 
training program for sales people 
on shoes and fitting. 

“There is no excuse for an im- 
properly fitted shoe. Many women 
don’t know that they can be fitted 
with a shoe which will afford them 
both style and comfort.” In his 
opinion, only about 25 per cent of 
the women today are wearing shoes 
properly sized and fitted for their 
feet. Foot conditions would be 
greatly improved were their shoes 
fitted with more care as to the need 
of each individual problem. 

“To be well trained, the salesman 


27 





should have a complete knowledge 
of foot anatomy. The training 
should be supervised by the manage- 
ment for a properly fitted shoe can 
do much toward advertising the 
store. Satisfied and well-fitted cus- 
tomers bring new business. 

“There are too many salesmen 
and not enough fitters. Departments 
should place more emphasis on the 
comfort a well-fitted shoe affords; 
and show less concern over the 
amount of shoes sold.” 





KING COMPETITION! 
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—Gerald Hulett, Vice-President of 
Electromaster, Inc., recently made 
the statement that buyers are be- 
coming more and more critical, 
selective and conscious of price 
tags. 

—He further says: "The traditional 
three-legged stool of American 
business—finance, manufacturing 
and sales—has been standing u 
right on only two legs during the 
past five years, and it's up to the 
salesmen to replace a good, 
sturdy third leg." 

—Mr. Hulett recounts the recent 
experience of a dealer who put a 
shipment of 60 hard-to-get vac- 
uum cleaners on his floor. so | 
six of them were sold in a six wee 
period. Then when his men went 
out after sales 47 more were sold 
in the following two weeks. 

—All of which means, as Mr. Hulett 
wisely predicts "We are going to 
have some fun when things get 
competitive again in business. 
Remember that is the kind of 
market we have grown and 
thrived upon." 


President 





THE QUESTION in the physiology 
examination read: “How may one 
obtain a good posture?” The little 
country boy wrote: “Keep the cows 
off it and let it grow a while.” 
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JOHN GIESEN, director, Retail Di- 
vision of the Bureau of Advertising, 
A.N.P.A., says: 

“The need today is to build prof- 
itable retail store volume through 
the use of planned newspaper adver- 
tising. The aim of merchandisers 
now is to stock goods that most cus- 
tcmers want, when it is wanted, and 
at prices customers can afford to 
pay. And in like fashion, the aim of 
newspaper advertising is to assist 
merchants in promoting merchan- 
dise according to the same formula. 
It is the advertising in newspapers 
which conforms to buying patterns 
which will create maximum possible 
sales by taking advantage of the 
public’s natural inclination to buy 
at the time the advertising is of- 


fered.” 
a + * 


JACK LIPMAN of the J. Lipman 
Shoe Salon, Wilkes-Barre, Pa., says: 

“The quality shoe store is far 
from being at a disadvantage in 
competing for business in the days 
ahead. Price is only one of the 
competitive factors. Quality stores 
do a much better job of fitting cus- 
tomers. Most of us will agree that 
proper fitting is one of the most im- 
portant functions of shoe retailing. 


High-grade shoes are made better 
than cheaper ones, even under pres- 
ent conditions. They give much bet- 
ter service, as the public has dis- 
covered. Styles in better shoes are 
generally superior and more authen- 
tic than in popular priced imita- 
tions. Undoubtedly, it is style ap- 
peal that draws many customers to 
the exclusive stores. Patrons of 
quality stores expect, and should re- 
ceive, better service than in the vol- 
ume stores. 

“Operating costs of most quality 
shoe stores compare favorably with 


those of popular price stores. An 
exclusive store can do business out- 
side a 100 per cent location. With 
rentals at their present inflated 
levels, this is an important consid- 
eration. Chains and other type 
stores must sell a lot of shoes to 
meet expenses. Higher unit prices 
at quality stores overcome this 
handicap.” 




















“They aren't even in yet, and already | wish they were gone." 
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BOOTS! BOOTS! BOOTS! 


Boots were the order of the day when the 
U. S$. Olympic Women's Ski Team arrived in 
New York recently with only one day te 
attend to final details of their costumes and 
equipment. Meeting at Bioomingdale'’s Ski 
Shop, their official wardrobe headquarters, 
the girls were outfitted with two pairs of 
ski boots, and after-ski slippers. Leff te 
right, Ann Jeanette Winn, from Gannett, 
idaho; Mrs. Gretchen Frazer, Vancoever, 
Washington, and Dodie Post, Reno, Nevada. 





























PLAY SHOES, Pretty and Practical 


Many Summer Shoe Needs Met in Attractive Sturdy Sandals with 
Washable Fabric Uppers in Assortment of Colors. Water and 
Skid-Resistant Rubber Soles Contrast Smartly with Upper Colors. 


lr is good news to the buying public that leading makers of 
rubber-soled play shoes are back again in the warket with lines 
of attractive Summer play shoes. Talk to any woman or girl— 
style-minded or run-of-the-mill and practical—and you will find 
that she is very partial to shoes of the kind shown here. They 
please her eye and they please her good sense. She sees at once 
just how they fit into her Summer wardrobe. 

If she is a housewife and mother they are a wonderful solu- 
tion to her daytime Summer shoe needs. She can wear them 
right through the day, marketing, cooking, cleaning and going 
to the beach or the park with her children. When they get 
dirty she can scrub them or, in some instances, throw them 
into the Bendix. 


To the carefree weekender and vacationer they are equally 


Three-piece play outfit, peasant skirt 
in rich brown cotton with cotton 
blouse and shorts in contrasting putty 
color. Pretty and practical worn with by ELEANOR M. RUTTY 
shoes like the ones illustrated. Photo- 
graph, The Cotton Textile Institute. 


Left to right: Striped cotton webbing; ribbed rubber crepe type 
sole make colorful sandal from Cambridge. Multicolor flower 
print on white ground with Flame Red platform, wedge heel 
and binding in functional smart sandal, the “Rockaway”, by 
Ball-Band. Straw type braid attractive feature of this “Skylark” 
by Ball-Band. Both shoes with Duo-Texture platjorms and 
Air-Lite soles from the Summerettes line of Mishawaka. 









satisfactory for most of her daytime needs. They are 
style-right with all her play clothes and with her daylong 
cotton dresses. Only when the occasion calls for more 
classical tailored or dressy daytime clothes, will she 
have to wear a more formal shoe, a spectator or a leather 
or linen sandal or pump. 

Styled for comfort, they are made on cushion-y plat- 


Left to right: High-riding sling in red oxford cloth, white 

rubber sole, cork-filled. United States Rubber Co. Three- 

eyelet tie, red lace stay, rubber mudguard and sole. “Hi- 

Gal” pattern, Goodrich Footwear Division. Three-eyelet 

oxford in cotton pebble cloth. Non-breakable counter 
and Camolene sole. Cambridge. 











Left to right: Woven cotton fabric in red with white; 
ribbed rubber sole; “Leisures” pattern, Hood Rubber 
Co. Red straps, platform and spring heel pick up red of 
multicolor vamp in rubber-soled Sportimer Sandal, I. B. 
Kleinert. T-strap sandal in yellow washable oxford cloth; 
yellow ribbed rubber sole. United States Rubber Co. 
Vamp of yellow, blue and red with the blue picked up 
in straps, platform and spring heel, another rubber-soled 
Sportimer Sandal by I. B. Kleinert. 


form soles with low wedge or spring heels. Light, often 
loosely woven, fabric uppers make them both soft and 
cool. Elasticized straps, back, ankle and instep, and 
buckle adjustments, hold them firmly im place. For the 


[TURN TO PAGE 58, PLEASE] 











TAKE a dash of the chic of a Paris salon, add the sophis- 
tication of a Fifth Avenue shop, and combine with the 
appeal of American branded footwear. Then during a 
war period when it is almost impossible for new ac- 
counts to get merchandise, open a score of departments 
featuring better ready-to-wear from the nation’s best 
known designers. Set this store down in a city of less 
than 90,000 persons located in the heart of an agricul- 
tural region. 

Within four years, watch your annual volume climb 


to more than $2,000,000. 
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Left—A. L. Rodder, co-own- 
er, Rodder’s Mademoiselle 
and Rodder’s Shoe Store, 
Fresno, gives personal atten- 
tion to a patron. Despite 
remarkable success in ready- 
to-wear, which was 
four years ago, Mr. Rodder 
states that the foundation of 
his business is still at the 
fitting stool. 


Left, bel This customer 
who has just bought a suit in 
second floor salon, is being 
outfitted with shoes, handbag 
and gloves. Grace George, 
fashion co-ordinator, offers 
counsel. Douglas Floyd is 
the shoe fitter. 





“Wardrobe Selling” 
-- Success Formula 


That’s the record of A. L. and Sam Rodder, who have 
transformed the Vogue Shoe Store in Fresno, Cali- 
fornia, into one of the country’s outstanding women’s 
specialty stores, Rodder’s Mademoiselle. 

Behind that swift-paced transformation is a lot of 
background, achieved by the Rodders’ 25-year reputa- 
tion for offering only nationally advertised brands, qual- 
ity footwear, and up-to-the-minute styles. They built 
confidence with their brands and backed them up with a 
long-term advertising program. The campaign was 
mapped out when the two brothers were operating Rod- 
der’s, a family shoe store just around the corner from 
the new Mademoiselle. 

Mademoiselle, which is located in one of the busiest 
spots on the main street, is an offshoot of the Rodder- 
owned Vogue Shoe Store, which the two brothers 
founded 20 years ago. Here they specialized in women’s 
footwear. Extremely style-conscious, they insisted that 
footwear and accessories be co-ordinated with apparel. 
Their accessories department became one of the biggest 
operated by a West Coast shoe store. It offered a dozen 
top handbag lines, each co-ordinated with a footwear 
line. Gradually a large belt, perfume, and costume jewel- 
ry section were added. Hosiery had always been fea- 
tured at both of the Rodder stores. 

Four years ago the Rodder brothers decided to open 
a small women’s sportswear department—just as an 
experiment. They made a specialty of helping their 
patrons pick out sportswear that would harmonize with 
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“We Don't Sell an Item; We Sell an Outfit" is the Slogan of 
Rodder's Mademoiselle in Fresno, Cal., a Shoe Store Which 
Grew into a Specialty Store for Smart Women. 


their handbags and footwear. The new department made 
a hit with fashion-conscious women of the town. What 
impressed the brothers most was the fact that the new 
department stimulated the sale of footwear. 

Gradually better ready-to-wear, lingerie, foundation 
garments, millinery, blouses, and furs were added. 
Business took such a leap that the Rodders had to quad- 
ruple their selling space. When the Rodders lost their 
lease on the Vogue Shoe Store, they purchased and re- 
modeled a two-story building and changed the name to 
Mademoiselle, an appropriate name for a specialty store 
catering to young-minded women of all ages. Business 
took a terrific leap. It’s still growing at a pace that con- 
tinues to amaze the two shoe men. And business at the 
25-year-old family shoe store just around the corner has 
also shown a nice increase. ° 


n West Coast Store 


by JUANITA SAYER 


Right—Exterior of Rodder’s Mademoiselle. First 
floor is devoted to footwear, handbags, belts, ho- 
siery, costume jewelry, and perfume. Second floor 
is given over to millinery, furs, suits, coats, blouses, 
lingerie, foundation garments. 


Popularity of the original 
Rodder’s Shoe Store keeps 
pace with the new Mademoi- 
selle. This is view of chil- 
dren's shoe department in 
the original store, which is 
just around the corner. Ann 
W asseen, shoe fitter, has been 
with Rodder’s Shoe Store for 
eight years. Looking on is 
Lou Cousins, manager of 

this store. 


Although they have made a notable success in mer- 
chandising apparel, the Rodder brothers insist that they 
are still shoe men at heart. Footwear and handbags 
account for 40 per cent of the total volume done in both 
stores, which amounts to about $85.000, while 25 per 
cent of the total volume at Mademoiselle is in shoes 


and bags. 


[TURN TO PAGE 46, PLEASE] 
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MANUFACTURERS 


PRESENT THEIR CASE 


BOB SHAFFER, Sales Mgr., Bos- 
tonians and Slax, Inc., Common- 
wealth Shoe and Leather Co. 
says, “It’s a Matter of Ensemble 
Selling.” 


THE entire men’s clothing and ap- 
parel picture has rapidly changed 
in that the average man is very like- 
ly now to have a leisure or casual 
wardrobe, as well as a_ business 
wardrobe. The men’s shoe industry 
is confronted with an opportunity 
for enlarging the male shoe ward- 
robe with the additional demand for 
casual shoes. 

The problem of styling and sell- 
ing casual or leisure shoes is one of 
carefully coordinating the style and 
color of the casual shoes to the trend 
in clothing. The inclusion of shoes 
into the male clothing ensemble pre- 
sents an opportunity to sell a wide 
variety of color in casual shoes, and 
must be accompanied by a continu- 
ous program of educating the con- 
sumer in the need for complement- 
ing the colors in his leisure clothing 
with corresponding or complemen- 
tary shoe colors. Sueded leathers 
lend themselves admirably to this 
field and there is going to be quite 
an opportunity for additional sales 
in the proper shades of browns, 
spices and tans, as well as blues and 
greys. The entire program can best 
be presented to the consumer by 
relating leisure shoe colors to the 
proper clothing ensemble. 

The styling of casual shoes is 
most acceptable when distinctive. 
colorful effects are achieved without 
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First Step Toward Solution of Any Problem Is Analysis. Con- 
flicting Reports of Sales and Popularity of Leisure Shoes Have 
Been Rife. This Symposium of Manufacturer-Retailer Opinion 


Should Help Clarify the Atmosphere. 





resorting to fussy, over-elaborate 
pattern detailing. Properly pre- 
sented and merchandised shoes in 
this field should more than offset the 
expected drop in the sale of the more 
formal type brown and white Sum- 
mer shoes. 


PAUL ATKINS: Sales Mgr. Win- 
throp Div., International Shoe 
Co. says, “Quality and Intelligent 
Promotion Are Essential.” 


l AM confident that this type of shoe 
will be of increasing importance to 
retailers as well as manufacturers in 
the seasons to come. 

As you know, when leisure shoes 
were first bought on the market a 
great many manufacturers started 
making them. A_ comparatively 
small amount of equipment and 
space was necessary and the slip- 
lasted shoes were being made in 
lofts all over the country. Most of 
them were bad, but because of the 
shortage of shoes they sold in good 
quantity until the price increased 
and dealers’ inventories returned 
more nearly to normal. On a com- 
petitive market, the manufacturers 
‘of these shoes have dropped out of 
the picture pretty fast, but during 
the Spring and early Summer so 
many poorly made, ill fitting shoes 
were being offered at retail and at 
reduced prices that all leisure shoes 
came pretty close to getting a 
black eye. 

By the first of August, the bulk of 


the inferior shoes were off the mar- 


Wha Prospects Or 


ket and as far as we are concerned, 
we noticed a very definite and 
strong increase in our shipments. 
The going was pretty tough until 
August 1, but since then, we have 
been selling the shoes in very good 
volume. 

If the manufacturers and retailers 
will promote leisure shoes properly, 
they should help materially in keep- 
ing such volume up and in making 
the retailing of shoes a more profit- 
able business. By promoting them 
properly, I mean selling these shoes 
for the purpose for which they are 
intended. In my opinion, they 
should not be sold as just another 
pair of shoes, but as an extra pair 
of shoes to be worn either in the 
place of house shoes or with casual 
clothes. We do not recommend that 
they be worn in offices or at work, 
but as “Leisure Shoes.” 


MEL KAUFMANN, Sales Megr., 
Casuals, Inc., says, “They’re Sym- 
bolic of Man's Liberation in 
Dress.” 


PEACEFUL revolutions are con- 
stantly progressing in every field 
around us; buying habits change, 
use habits are altered, social and 
economic conditions evolve from 
one set of environmental conditions 
to another. The Twentieth Century 
has undoubtedly witnessed more 
changes. which will make the world 
we live and work in more different. 
than any other preceding compara- 
ble period. 

[TURN TO PAGE 55, PLEASE] 
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RETAILERS SPEAK THEIR MINDS 


TOM AUSTIN, Tom Austin, Inc., 
New York 


My prediction for the future of the 
leisure shoe is wholly optimistic. 
Already its unquestioned popularity 
has achieved a prominent place in 
the favor of well-dressed men. Va- 
riety in color as well as the adapta- 
bility of the shoe have attracted the 
male consumer who is eager to ac- 
cept its neat informality and com- 
fort. 


January |, 1948 


A current sales leader in our stock 
is the buckle, low cut Norwegian 
moccasin-type shoe. De- 
mands for it have superseded those 


leisure 


for the long popular sabot strap sans 
buckle. Slip lasted shoes are still 
important, especially when made 
with welt affixed platform soles. This 
type of construction is thoroughly 
dependable even under the hard 
wear and constant pounding given 
soles by a large man. It seems to be 


particularly adaptable to and, | 
think, accounts for the importance 
of the moccasin-type leisure shoe 
that is finding an increasingly im- 
portant place in the color and fash- 
ion coordinated men’s wardrobe. 

I’m inclined to attribute the in- 
crease in leisure shoes to the recent 
sales resistance to brown and whites. 
Heretofore, they were regarded as 
he correct shoe fashion for slacks 
d jackets which have dominated 
n’s Summer attire. During the 
r, however, the men in service 
ame accustomed to the sturdier, 
more easily cared for G. I. shoes 
and upon their return to civilian life 
turned logically to the more casual 
leisure shoes. On that premise, | 
am not making my usual commit- 
ments for brown and white sports 
shoes, preferring to place my con- 
fidence in Leisure shoes for year- 
around wear. 


FRED V. AYERS, 
Viami, Florida 

Tue demand for casual shoes in 
1948 will be greater than ever be- 
fore in casual shoe history. The 
beautiful color combinations and 


Burdine’s, 


new styling are now, and will con- 
tinue to be a must in every man’s 
wardrobe. 

Men from all walks of life are as- 
toundingly casual -conscious, and 
these shoes fit right into the picture 
from the standpoint of beauty, style, 
ard extraordinary comfort. 

Emphasis must be put on colors; 
leathers blended together give the 
man the same high-styled picture 
that women have been enjoying all 
these years. 

Customers’ 
shoes is astounding. Not only does 
this type shoe increase volume, but 
it also highlights a department, as 
well as adding prestige to the store. 


demand for casual 
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Rich materials and richer colors, often combining two 
surfaces instantly mark these leisure shoes as a quality 
proposition. Florsheim uses gray reversed calf com- 
bined with alligator and a full crepe sole and heel. 
Stacy-Adams uses tan reversed calf with ghillie tie-lace. 





























Leisure Shoe Selling Should Reflect 
The Fashion and Quality Policy of 
the Store. America’s Finest Retailers 
Are Almost Unanimously Confident 
of a Future for Leisure Shoes. Man- 
ufacturers’ °48 Styling Will Cer- 
tainly Justify That Confidence. 
































Above left; Winthrop’s “In-and- 

Outer” in reversed calf with 

smooth calf platform and crepe 
rubber sole. 





From sunny California, where the 
spade work on leisure shoes was done, 
come two classics, the two-eyelet moc- 
casin front and laced mudguard effect. 


Both patterns from Casuals, Inc. 











Leisure shoe selling will receive impetus from 

the return of genuine crepe rubber which com- 

bines admirably with bright colored reversed. 

Left to right, Winthrop’s “Inand-Outer” and 
two Cruiser patterns from Slax, Inc. 



















































WEDGES 


RISE TO THE OCCASION 


No, you're not startled now by these 
wedge-heeled shoes but you might 
have been ten years ago had you 
been sunning at some fashionable 
French or Italian resort where chic 
Latin women amazed complacent 
vacationers by appearing in this 
new type of heel. Subsequently, the 
fad became a fashion on both sides 
of the Atlantic. 

In 1937, a New York department 


Accent to casual clothes, the sandal- 
ized vamp on a 12/8 wedge heel, de- 
signed for comfort as well as style 


interest. 


Fortunet by General, Shoe. 







Fresh note is added by the 
“porthole” 


Manufacturers’ Lines Present Medium and High 
\ Heels to Meet the Growing Demand for Dressy 


Patterns as Well as Classic Types. 


ankletie strap. Risque. 


effect given this 


18/8 wedge-heeled shoe. 


Pepenie by Pape. 


store imported shoes made on this 
heel and gave the idea to several 
American quality manufacturers to 
copy. The first of these was a ghillie 
tie on an 11/8 heel which soon be- 
came a staple shoe, popular with 
conservative fashion-conscious wom- 
en. Other patterns were developed 
on higher-heeled wedges as well as 
on lower heel heights. When vol- 
ume manufacturers introduced ex- 
treme patterns on _ high-heeled 
wedges quality merchants dropped 
the high heels. However, the low- 
heeled wedge continued as a staple 
quality style. 


by 
BETTY TURCOTT 


High-heeled, 21/8 scooped 
wedge. Softly knotted and 
draped vamp combined with an 




















Just before the second World 
War, the wedge on several heights 
was revived by high fashion quality 
manufacturers, and although it 
once again reached the volume mar- 
ket, the wedge continued to be a 
fashion favorite. Shoe rationing 
and the war gave an unusual im- 
petus to this style which seemed 

[TURN TO PAGE 46, PLEASE] 


Soft bow emphasizes the youthful- 
ness of this 7/8 wedge heeled 


pump. Johansen. 


















. THE SHOE 
a 
fashion -must 
for 
her 
wardrobe . . . 





*T. mM. REG. US. PAT. OFF 


THE INSOLE 
a 

foundation- must 
for 

her 

shoe... 








for foot-comfort, flexibility 
and firm, fashion-lines.... 








DEWEY ano ALMY CHEMICAL COMPANY .- camariDGE 40, MASS. * MONTREAL 32, CANADA 
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ditorial outlook 


Midwinter Markdowns 


THIS is the period in the midwinter season when re- 
tailers of shoes and apparel are accustomed to look over 
their merchandise with a critical eye. It is the time for 
semi-annual stocktaking, and an inventory almost in- 
variably shows up stock conditions that call for correc- 
tion. The traditional method of correction in the shoe 
trade has been the clearance sale, the theoretical pur- 
pose of which is to dispose of odds and ends, broken 
size runs and styles that have become obsolescent. 

That was the original theory and purpose of the clear- 
ance sale, but in prewar periods of stress, when stocks 
were overloaded or business was slow, the scope of these 
promotional events was considerably extended. Some 
retailers staged clearances that were practically store- 
wide, using them as a device, not only to clear stocks 
of undesirable merchandise, but to speed up selling 
across the board. They threw everything they had at 
the customers at sharply reduced prices. In_partic- 
ularly poor years clearances started as early as Decem- 
ber and dragged on until late February. If the sales 
went over successfully it meant that the customers had 
stocked up on all the shoes they needed and the stores 
didn’t see them again until sale time next Summer. 

This sort of thing called forth the condemnation of a 
good many thinking people in the shoe business, who 
maintained that it introduced an element of unsound 
merchandising practice and resulted in a needless sacri- 
fce of profits. Merchants were urged to refrain from 
committing commercial hari-kari via the clearance route. 
But nobody seemed to make much headway in convert- 
ing the sales-minded from their spend-thrift habits of 
throwing away profits at clearance time and working 
doubly hard the rest of the year to win them back. 

Then along came vyvartime, with its tight merchandise 
conditions, shortages of shoes and difficulty of obtain- 
ing replacements from manufacturers. Retailers stopped 
worrying about the condition of their stocks because 
they didn’t have much of any stock accumulations to 
worry about. The clearance sale as a merchandising 
institution went into a period of eclipse. It didn’t re- 
appear in the shoe business until 1947. 

The early months of this year witnessed some clear- 
ance sales of shoes, but they were quite limited and 
confined mostly to merchandise on which the stores 
were overstocked, such as certain types of play shoes 
and other items considered to be obsolescent. The clos- 


_ 


ing weeks of the Summer season saw more sales of this 
general character. For the most part they were con- 
ducted without any spectacular ballyhoo and they doubt- 
less served a useful and legitimate purpose. 

In spite of these efforts to eliminate undesirable mer- 
chandise, it has been a matter of common report in 
recent months that some shoe stocks were again becom- 
ing unwieldy. Retail sales apparently have not kept pace 
with factory production and due to the advance in shoe 
prices, retailers undoubtedly have an abnormal pro- 
portion of their working capital tied up in merchandise. 
Some stores in New York and other cities have already 
held clearances on certain lines of shoes. There is a 
rather widespread expectation among retailers that Jan- 
uary may bring more shoe sales than the trade has seen 
since the early part of 1942. 

While there are many merchants who view with dis- 
favor the prospect of any return to pre-war practices 
with regard to clearance sales, there is probably very 
little ground for apprehension that the situation this 
year might get beyond control. We think the sound 
judgment of the great majority of retailers will guide 
them safely through the critical period immediately 
ahead. There have been years when a post-holiday lull 
in business was the signal for a headlong movement to 
reduce stocks at a reckless sacrifice of legitimate profits. 
We don’t think it’s in the cards that anything of that 
kind could happen under today’s conditions. 

Everybody in the shoe trade wants to see retail stocks 
kept in proper balance. As President Hess of NSRA 
indicated in his statement published in the December 
15th Recorper, shoes that have lost their sales appeal 
through style obsolescence or otherwise, must be gotten 
rid of and without delay. A clearance sale may be one 
way of eliminating such merchandise and turning it into 
dollars which can be re-invested in fresh stocks. 

But if we are to have clearances, let’s confine them 
to their proper and legitimate purposes. Let’s not sacri- 
fice potential profits on good shoes that may subse- 
quently have to be replaced at higher prices. Despite the 
confusing talk heard from day to day about hide. 
leather and shoe prices, there is nothing we can see on 
the horizon up to now that justifies any general liquida- 
tion, through clearance sales or otherwise, of good con- 
servative footwear or style-right fashion shoes. 
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THE 
ESTABLISHED <a 
BRAND 


IS THE ONE ARCH PRESERVER 


IN DEMAND ! Sheed 4 


The biggest name in women’s feature 
shoes is Selby ARCH PRESERVERS. It’s the name 
depended on and demanded by more faithful 















customers than any other feature line enjoys in 
the same price field. In daily production, 
in advertising and promotion, Selby 
ARCH PRESERVERS are leaders by a 
wide margin. This name proves in 
dollars to dealers that it pays to 
feature the brand in demand-- 
Selby ARCH PRESERVERS. 





ARCH PRESERVER + ACTIVE MODERNS 
TRU-POISE + STYL-EEZ + EASY GOERS 
TOWN WALKER + PHYSICAL CULTURE 
GROUND GRIPPER + CANTILEVER 


New York Offices: 3120 EMPIRE STATE BUILDING (Arch Preserver + Styl-EEZ + Tru-Poise + Easy Goers) 
926 MARBRIDGE BUILDING (Physical Culture - Town Walker + Ground Gripper + Cantilever) 
Los Angeles Offices: 816 HAAS BUILDING (Arch Preserver + Styl-EEZ + Tru-Poise + Easy Goers) 
LANKERSHIM HOTEL (Physical Culture shoes) 
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NEW LOOP STORE 
Built to Tomorrows Specifications 





THE courtenance of Chicago’s famous Loop is changing 
fast. In recent months this famous retailing area has 





been a veritable beehive of construction activity. Mod- 
ernization of stores, new stores, and an amazing con- 
centration of air terminal facilities make it a dazzling 


display of architectural and designing splendor. 
Competing favorably with the best of this modern de- 
sign is the new Bostonian store and sales room, designed 
by Morris Lapidus, New York architect. This unique 
combined operation was opened during the National 
[TURN TO PAGE 62, PLEASE] 





Truly a retailer’s “dream store” this new Loop 

shop has been designed to tomorrow's specifica- 

tions. Beautiful, comfortable, it is a show place 

for retailers to visit and from which to take home 

workable ideas in store designing, decorating, as 
well as in shoe merchandising. 
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a “Barfoot YC" year 


Ask us how Miller dealers sell 
solid-comfort for less than 5c a day. 


(Yes, approximately Sc a day will And ask us how production shapes 
buy a pair of Miller Orthopedic up as of now; we hope to take on a 
shoes a year.) few accounts soon! 





af 5 %, ‘ 
LCL 7 
IN YOUR SHOES > 
Reg. U. S. Pot. Off. <<" » 





THE MILLER. SHOE COMPANY 


4015 Cherry St. . Cincinnati 23, Ohio 


NEW YORK OFFICE CHICAGO. ILL. 
656 Marbridge Bldg. 1208 Republic Bidg. 


Also 
West Coast Representative 





ORTHOPEDIC DIRECTION OF ALBERT E. KLINKICHT 
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ONE PAIK 


FOR EVERY 


FOUR PERSONS 


Austrian Leather Shoe Production Far 
Below Normal — Fabric with Wood 
Soles Used as Stop-Gap 


From a report prepared by 


ANDREW E. OLSON 
American Vice-Consul, Vienna 


THE Austrian shoe industry in mid-1947 was working 
at less than 50 per cent of capacity. Production for the 
first six months of 1947 averaged between 132,000 and 
150,000 pairs per month. (Statistics on shoe production 
vary according to the source.) The economic board of 
the shoe industry stated that production averaged 150,- 
000 pairs monthly; the General Economic Commission 
gave a figure of 132,000 pairs monthly, including both 
hand-made and machine-made shoes; the Neues Oester- 
reich, Vienna newspaper, printed an article on June 18, 
1947, which claimed that shoe production averaged 120,- 
000 pairs monthly. 

The shoe industry has actually a production capacity 
of about 500,000 pairs monthly, but full capacity could 
not be achieved, chiefly because of ihe lack of raw mate- 
rials, Since machinery for the shoe industry has always 
been imported, the impossibility of replacing obso- 
lescent machinery and of procuring spare parts provides 
further hindrances to capacity production. The industry 
predicted that it would take one to two years to train 
necessary specialized personnel to satisfy present needs, 
since some skilled labor has entered other industries and 
others have not returned from the war. 

In view of limited production, the shoe industry is 
unable to satisfy domestic demands; planning calls for 
the distribution of one pair of shoes for every four per- 
sons per year. Since a large amount. of the shoes pro- 
duced in Austria in the first half of 1947 were for chil- 
dren, the Austrian Trade Union Federation attempted to 
purchase 200,000 pairs of surplus Army shoes for dis- 
tribution to workers in order to alleviate the hardships 
of the Winter. 

The production of auxiliary street shoes (Hilfstrassen- 
schuhe) has increased in order to overcome somewhat 
the serious shortage of leather shoes. These auxiliary 
street shoes consist of fabric tops and wooden bottoms, 
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and are sold unrationed. It is estimated that approxi- 
mately 500,000 pairs of these shoes have been produced 
in Austria, and plans are under way to import 200,000 
pairs from Czechoslovakia. 

The Austrian industry produces simple models of 
leather shoes in order to insuze the greatest economy 
in the amount of leather used for each shoe. Because 
of the great unsatisfied demand, it is not possible to 
analyze market preferences, but since an Austrian pur- 
chaser, in accordance with present planning, can only 
hope to obtain a new pair of shoes every three or four 
years, he would no doubt prefer a sturdy to a handsome 
shoe. 

The 50 factories producing leather shoes in Austria 
are distributed as follows: 

Vienna ... 29 
Styria (British Zone) 

Upper Austria (American Zone) 
Tyrol (French Zone) 

Garinthia (British Zone) 

Lower Austria (Soviet Zone) 

Thus, over half of the operating shoe industry is lo- 
cated in the Eastern part of Austria. According to statis- 
tics published by the British Element, Allied Commis- 
sion for Austria, 269,000 pairs of shoes and boots were 
produced during the first five months of 1947 in Styria 
and Carinthia, accounting for approximately one-third 
of total Austrian production, although only about one- 
fifth of the factories in production are located in the 
British Zone. 

Small shops producing hand-made shoes are scattered 
throughout Austria. Although no statistics are available 
on the number of these shops in operation, it is estimated 

[TURN TO PAGE 62, PLEASE] 
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IT’S SENSATIONAL! 


NEW PLASTIC DISPLAY FORM 


Finest, strongest, most beautiful ever produced 


New production techniques bring these new features 


# ... NON-INFLAMMABLE! They're safer! They meet the require- 
ments of Fire Underwriters. 


.. MORE BEAUTIFUL FINISH . . . Not sprayed! 
.. MANY TIMES STRONGER than old style forms! 


taal 


.. PERFECT FITTING! Try them on ankle straps, sling pumps, 
open or closed backs! 


ORDERS FILLED IN ROTATION 


FRANKEL PLASTIC CORP. 


493 SEVENTH AVE., NEW YORK (8, NW. Y. Wi 17-0450 


JACK D. SHENKER, Sales Manager, Shoe Display Form Division 
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FRANKEL PLASTIC CORP. 


493 Seventh Avenue, New York 18, N. Y. 


Here’s what leading 
shoe display men say: 


“Far superior to any shoe 
form | have ever seen.” 


“They fit beautifully — show 
off novelty styles to better 


advantage.” 


Believe it or not... 


1.29: 


And youget closed tops, paint- 
ed tces . . . at no extra cost. 


USE THIS COUPON 
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In shoe and department stores from coast-to- 
coast . .. customers look for the Trimfoot Man. If 


your store hasn’t yet appointed a salesman to 
check Trimfoot stock and make P. M. reports, 
why don’t you ask your boss for the job? You'll 
find being a Trimfoot fitter means extra sales and 
profits for you. Your shoe sales will increase, too! 

Trimfoot Appliances offer quick foot relief... 
yet fit daintily into the smartest shoe. Write to 
Trimfoot today —let the Trimfoot Man from 
Farmington tell you how to bring bigger profits. 


APPLIANCE PRODUCTS DIVISION 


Trimygool A 


TRIMFOOT COMPANY - TRIMFOOT TERRACE - FARMINGTON, MISSOURI 











Wedges Rise 
To the Occasion 
[CONTINUED FROM PAGE 38] 


especially adapted to play and casual 
shoes. Women found, as they had be- 
fore, that this heel gave them added 
support, more comfort and a new style 
which refreshed their shoe wardrobes. 

Manufacturers of regular shoes who 
added the wedge type heel to their 
lines found it a very popular style. 
Now wedge heels can be found in a 
variety of patterns and types, in a 
variety of heel heights and in all price 


4% 


brackets. 

The wedge heel, so smart and ver- 
satile, climbs in height from the mere 
suggestion of a heel, less than an inch, 
to 21/8, as the illustrations show. With 
the present revival, wedges from 11/8 
to 14/8 are most in demand. Some of 
these heels have outside lifts, some are 
scooped, while others are conventional. 
The adaptability of the wedge to a 
variety of patterns, from very dressy 
to tailored, walking or play and casual 
types, has made it possible for women 
of all ages and walks of life to add 
this shoe to their wardrobes. 

In Spring lines, many sandalized 





types, opened-up patterns, high-riding 
fronts are being shown to complement 
the new look in ready-to-wear. Other 
styles, including tailored and walking 
shoes, will be popular for wear with 
suits and more casual clothes in town 
and in the country. Along with the 
high-style features of the wedge heel, 
the comfort and foot-flattering fea- 
tures of this shoe make it a promo- 
tional item. 





“Wardrobe Selling” 


[CONTINUED FROM PAGE 33] 


“We are really shoe people,” says 
A. L. Rodder. “The foundation of our 
business is at the fitting stool.” When 
they opened the original Rodder’s fami- 
ly shoe store 25 years ago, the two 
brothers made up their minds that be- 
side promoting only nationally adver- 
tised brands of quality footwear, they 
would make a specialty of fitting every 
foot in the San Joaquin Valléy. 

Individuality has been another watch- 
word of the Rodders. They handpick 
every new style, and this goes for all 
36 departments at Mademoiselle. “No 
rubber stamp buying for us,” declares 
A. L. Rodder. To keep posted on the 
latest developments in fashions and 
merchandising, they have set up buying 
offices in Los Angeles, New York, Mex- 
ico City, Paris, and London. 

Always heavy advertisers, the Rod- 
ders plan to spend more money on pro- 
motion. This should be considerable, 
since they point out that they are now 
spending more on advertising than 
other stores doing the same volume. 

Mademoiselle has a policy that has 
become a slogan: “We don’t sell an item. 
We sell an outfit from top to bottom.” 
Although the firm has always special- 
ized in tie-in purchases, increasing em- 
phasis is put on selling every customer 
all the things that make up an entire 
wardrobe. For example, when a ready- 
to-wear saleswoman has sold a suit or 
gown on the second floor, the customer 
is introduced to a shoe fitter from the 
main floor, which is devoted to foot- 
wear, handbags, perfume, and costume 
jewelry. 

This kind of introductory selling has 
been welcomed by Mademoiselle’s clien- 
tele. A full-time stylist, Grace George, 
is employed to advise customers how 
to co-ordinate accessories and footwear 
with their apparel. She also supervises 
the store’s fashion shows. 

Last year the Rodders were 17 per 
cent ahead of the previous year in dol- 
lar volume. Because they have a firm 
belief that most of the profits should be 
put back into the business, they are 
going to expand and remodel the pres- 
ent four-year old Mademoiselle so com- 
pletely that the old store won’t be recog- 
nized. 

“We believe in progress and in 
growing with the community, in serving 
it and your patrons well. To be a suc- 
cessful merchant, you just can’t stand 
still,” A. L. Rodder avers. His amazing 
25-year record of growth proves that he 
practices what he believes. 
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ST. LOUIS SHOE MEN 
FORESEE LOWER PRICES 


SoME St. Louis shoe buyers say 
prices are coming down in the fore- 
seeable future. They are indefinite in 
naming the time when such a trend 
will begin, but those who concur in 
such a belief feel that prices have 
about reached their peak. Another 
round of increases besides those that 
will be passed along to the consumer 
during this month and February, they 
state, may initiate a reaction which 
will start prices tumbling. 

The reasoning for such a belief orig- 
inates in a number of facts which re- 
tailers recognize as significant. Indi- 
vidual shoe wardrobes are much more 
complete than thev have been since 
before the war. Retail inventories. 
likewise, are much higher than they 
have been at any time since the war, 
and the current national production 
rate for shoes is much higher than 
their rate of purchase from retail out- 
lets. Retailers want to reduce their 
stocks at time when manufacturers 
are confronted with a need for mov- 
ing great quantities of their merchan- 
dise. Unit sales for 1947, with the ex- 
ception of some few retail outlets in 
certain months, were considerably be- 
low 1946. 

Added to these facts, shoe retailers 
point out. is the current trend among 
buvers to drop their quotas which they 
sav will stimulate more competition 
among manufacturers, making for 
eventual reduction in prices. These 
facts. the buyers who share the opin- 
ion that prices are coming down be- 
lieve. will offset any tendency to move 
prices in the opposite direction, or 
up. despite the fact that manufactur- 
ers may feel an even greater pinch 
if the raw materials market continues 
to rise. In the final analysis, they 
point out, the pressure of the consum- 
er is more powerful in dictating the 
price of shoes than are the resources. 

The smart buyer. they maintain. is 
and will continue to buy on a hand-to- 


mouth basis. 
= = = 


CHICAGO STORES DO 
BIG SLIPPER BUSINESS 


In the last few days before Christmas, 
business in regular footwear experi- 
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enced its usual slump due to the con- 
sumer’s interest in gift merchandise. 
However, all slipper departments were 


busy with a very wide assortment of « 


many kinds of leisure footwear Scuffs 
and sandals of gilt kid were very pop- 
ular; also many varieties of satins, 
including quilted and shirred types, 
some further enhanced with gilt em- 
broideries or paillette trims. All stores 
reported a highly active season in this 
category of merchandise with a high 
peak of business in men’s slippers. 
This latter department became very 
active after Thanksgiving, and many 
stores reported their stocks of men’s 
slippers very much broken up by 
Christmas selling. 

Early and heavy snowfalls precipi- 
tated interest in protective footwear, 
and this too entered the gift field. 
Many carriage boots served as gift 
items for street wear, although in for- 
mer years these boots were worn only 
for dress-up occasions, particularly 
evenings. 

Black suede brightened with the 
Midas touch—fine piping of gold to 
outline throatlines or vamp ornaments 
—have proved popular in all shops. 





The Classic Opers pump...by Joseph 
tn 0 belilions congo of 


HIGH KEY COLORS! = =~ 
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A dramatic way to present dramatic 
new colors was used in this ad re- 

cently by Joseph in Chicago. 


This treatment is to be seen on shoes 
with platform soles, on wedge types 
and others, too. Black continues the 
big seller everywhere, although lately 
some advertising emphasis has been 
given to brown. 

O’Connor & Goldberg’s bid for the 
new season is patent. Open toe pumps, 
some slings as well as ankle strap 
sandals, are included. The anklet tie 
or strap continues the popular choice, 
most of them with the strap set high. 

The first to make a bid for Southern 
resort wear was Field’s, who an- 
nounced their brown-and-white foot- 
wear ready in their Salon. All-closed 
spectator pumps, sling-back stepins 
and Cuban all-leather heeled models 
were included in the selection. White 
suede trimmed with brown calf was 
the featured merchandise although 
many models are available also in 
trims of black or bright colors. Joseph 
recently introduced a new line of 
longer-last shoes. These they an- 
nounced by advertising “At long last. 
the long last.” They show a very 
complete line in these, many of them 
featuring an elasticized vamp. Wedges 
(high or low), slingbacks. closed 
pumps, T-strap sandals and anklet ties 
are all included. 

= * * 


DETROIT SALES VOLUME 
CONTINUES LOW 


Drops in sales volume continue to 
be the outstanding factor in shoe re- 
tailing in Detroit with dollar sales 
averaging around 20 per cent below 
a year ago, according to reports from 
local stores. There are outstanding 
exceptions, with stores that have done 
aggressive merchandising in the style 
field in particular showing increases 
as high as 15 per cent—again in dol- 
lar terms. Even these stores, however, 
report pairage sales somewhat be- 
hind. The paradox, of course, is ex- 
plained by rising prices. 

Considerable downgrading in pur- 
chasing is already noticed—a grave 
danger sign in this industrial barom- 
eter city. The general public is mov- 
ing down a little in its shoe price 
levels—which means to lower quality 
merchandise under today’s market— 
and experienced shoe men feel that 
they cannot be induced to go along 
with the generally anticipated con- 
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tinuing rise in prices. Most retailers 
are unwilling to make commitments 
beyond 90 days because of much un- 
easiness over the price situation. 

One answer that has been found 
by many merchants is more emphasis 
on old-fashioned competitive selling. 
Merchandising is admittedly tougher 
than it has been for years, and re- 
sourceful salesmanship is back in the 
limelight, in many different directions, 
according to the individual experience 
of each merchant or advertising 
manager. 

General scarcity of men’s and chil- 
dren’s lines continues, although con- 
tinually easing up. Reluctance of re- 
tailers to buy has had some effect in 
evening up supply and demand in 
these two major departments, but con- 
ditions are still considerably away 
from normal. 





In women’s shoes, color emphasis is 
widespread, scattered between half a 
dozen distinct colors. Style interest is 
stronger than it has been in a long 
time, and the view of local style men 
is aptly summarized by Joseph Good- 
man, buyer at Russek’s, who com- 
mented that “Customers are seeking 
more interesting-looking shoes as a 
result of the prevailing style change. 
The emphasis now is all upon ankle 
interest, and such items as ankle 


straps are outstanding.” 
* * # 


BALTIMORE MERCHANTS SEE 
GOOD CASUAL SALES 


Gazinc into the crystal ball for 
Spring, several Baltimore buyers com- 
mitted themselves so far as to predict 
a good customer response to two defi- 
nite types for the 1948 season. One 
emphatically endorsed the d’Orsay 
pump with closed toe and heel stating 
that it will “come in strong in Janu- 
ary.” Another expected heavy sales 
from the platform sole pump with 
open toe and back in patent, red and 
calf. 

Casuals are expected to be excellent 
for Spring, and grey suede and light 
cocoa in the same material should 
hold the spotlight. Advertised name 
brand shoes were also picking up in 
sales. 
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Black, spiced with gold, was the 
theme of a recent promotion by Hess 
of Baltimore. 





Stores, generally, echoing prewar 
techniques in merchandising, strongly 
promoted sale shoes in newspaper ads. 
and one shop, in particular, made a 
point of unloading Argentine imports 
in calf, reptiles and suede at very low 
prices. 

7. = * 


WASHINGTON STORES FEEL 
PRICE RESISTANCE 


THE feeling among men’s shoe buy- 
ers in Washington is almost unani- 
mous as regards price resistance. It is 
harder to discontinue a shoe line be- 
cause of price increase in other types 
of merchandise. When a man finds 
that a shoe which he bought some 
months before now sells at an in- 
creased price—anywhere from two to 
five dollars—he stops to think whether 
or not he actually needs that pair of 
shoes. 

Rich’s reported good sales all sea- 
son—both in unit sales and dollar vol- 
ume. “But,” said Herbert Rich, “we 
are walking instead of running. We 
can’t see what’s ahead.” 

Rich’s most popular shoe this Fall 
was a cordovan model. They featured 
this type of leather in their ads and 
response was excellent. Men like its 
durability, and since men put more 
wear into each individual pair of shoes 
than wémen, these are important 
points for them. 

Wing-tips have been in constant de- 
mand. Their absence from the market 
during the war years was sorely felt, 
and men want this dressier fashion as 
a change from the plain toe. Mocca- 
sins are still good. although the army- 
style buckle shoe is quieting down. 


Regal’s 14th Street “store reported 
seasonal demand for heavy, brogue- 
type shoes. “Men,” said the manager, 
“are as season-conscious as women, 
but not as obviously so. In the Fall 
they want a heavy sole with Scotch or 
other heavy-grain leathers. When it 
comes to style-of shoe, almost alway: 
men know what they want before they 
come into the store to buy, and it is 
well-nigh impossible to swing them to 
some other style if the particular type 
of shoe they had in mind isn’t in stock 
at the time.” 

Flagg Brothers directs its appeal to 
the younger set, while carrying more 
conservative styles in stock also. They 
reported wing-tips in Scotch grains 
tops in popularity. Crepe soles, they 
report, are beginning to come in and 
should be good. A sport shoe with a 
white rubber mid-sole is also attract- 
ing attention and is gaining in popu- 
larity. The heavy rubber, tractor- 
tread shoe is in vogue with the campus 
and high school crowd. Chukka boots 
were slow for a while, but are going 
better now. Another number which is 
snapped up quickly is a moccasin with 
haircalf collar and plug. 

Saltz Brothers, F Street, a leading 
men’s shop, reported the same trend 
of demand as other stores—wing-tips 
and heavy brogues in grain leathers. 
One interesting departure in this store 
was successful selling of a cordovan 
with a red gum sole, which had great- 
er popularity here than any other type 
of cordovan. 





This store will offer several lines of 
two-tones next Spring—black and 
white, tan and white, and white buck 
with grey on a red gum sole. Colored 
bucks are also expected to go well and 
will be offered in navy blue, grey and 
brown. 

The shoe department of Lewis and 
Thomas Saltz Brothers on G. Street, 
another leading men’s department 
store, confirmed the general trend. 
However, they went one better on the 
brogues—‘“soles can’t be too heavy for 
our clientele,” they said. Broad toes 
are also good, offering a compromise 
between the sporty and the conserva- 
tive. Black cordovans are gaining in 
demand, and a good number all sea- 
son was a wine colored shoe with 
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The character of the Amer organi- 
zation is written in 115 years of suc- 
cessful history. The moving finger 
has written; the record speaks. 
This Company has prospered be- 
cause it has rendered a real value 
to its community and to those whom 


it faithfully serves. 


Chere will be a Greater 
Growth... Greater Service 


We are not so much interested in the 
present advantage as we are in future 
growth and stability. 

We know that somewhere in the 
future lies the day when normal busi- 
ness will return, competition will grow 
keener, quality and workmanship be- 
come more important, value again be 
a vital factor. 


For that Day we are 
preparing 


anf, § 


A modern chemical laboratory. an 
engineering department and an experi- 
mental tannery adjunct provide the fa- 
cilities for this advancement. Improve- 
ments in quality and value have been 
possible only through constant planning 
and research which result in an im- 
proved product. 

We are engaged in the establishment 
of production facilities which will give 
us an even greater flexibility. both in 
quantity and diversity of production. 





Co attain our ultimate goal, we will 
pursue the same tried successful pol- 
icies of a Company whose Character 
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is written in 115 years of history. A, 
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black sole. Suedes have been good 
here too, both plain and wing-tips. 

Another significant observation ex- 
pressed by the men’s shoe merchants 
of Washington is that the public is not 
taking high prices easily. Although 
shoes are going well, say the men’s 
shoe retailers, the movement is lim- 
ited, and obviously due to need. One 
manager said that where previously a 
man would buy several pairs of shoes. 
now he buys only one. When he does 
make a purchase of more than one 
pair of shoes, it is usually because he 
has postponed his shoe buying for a 
long time, and the shoes represent a 
real need, rather than a luxury. “As 
prices go up,” said another men’s shoe 
buyer, “the number of people avail- 
able to buy is reduced.” Generally 
there was head-shaking and a ques- 
tioning as to what the future holds, 
but no predictions ventured. 





MIAMI STORES ANTICIPATE 
COLORFUL SEASON 


SHOE men in Miami are guarding 
the new lines of resort shoes and keep- 
ing all information as a deep, dark 
secret until after the so-called “sea- 
son” opens. An exciting season seems 
to be in the offing, with a current be- 
lief that the season will introduce a 
riot of color. 

Three interesting factors are being 
highlighted at this time, however. One 
is the black shoe, either in suede or 
patent. Both are in strong demand. 
The second factor is gold and the 
third, reptile. 

There is a trend toward a draped 
vamp, a soft, dressmaker drape that 
adds beauty to the more severe classic 
line of the ordinary pump. Straps are 
appearing in the vamp with more fre- 
quency, and there is a tendency to- 
ward conservative decorative motifs. 

Heels are, for the most part, high. 
This is a concession to the longer skirt 
which demands a higher heel to ac- 
centuate the stateliness suggested by 
the flowing hemline. The sling pump 
continues to lead in sales volume. 

Reptiles have been going strong, 
particularly in the higher priced 
bracket. At The Globe Shoe Shop 
they report a volume in all types from 
$12.95 to $24.95 models. Nankin’s has 


a featured lizard, priced at $18.95, 
which has been popular. Another good 
$18.95 number is a baby lizard intro- 
duced by Hartley’s, and offered in sev- 
eral colors. 

The story at Miami Beach is much 
the same as that in Miami. Several of 
the Lincoln Road salons are stressing 
very high heels. With the season just 
opening there has been a brisk trade 


in evening footwear. 
* * * 


SLIPPERS SPURRED SALES 
IN NEBRASKA STORES 


Omaha. 


THE largest and most selective stocks 
of house slippers since the war added 
2 definite impetus to slipper sales dur- 
ing the holiday season here, with 
stores reporting sales up 10 to 30 per 
cent over a year ago. Dollar sales of 
shoes, both men’s and women’s, also 
were reported substantially up in 1947 
over the preceding year, with men’s 
brown dress shoes the leader in the 
male category, and black sling pumps 
and sandals the best sellers in wo- 
men’s lines, 

Buyers’ ideas on the Spring busi- 
ness were somewhat at variance. One 
large department store buyer is tak- 
ing on new lines in women’s shoes, 
and his inventories will carry both 
more units and a larger dollar inven- 
tory for the 1948 Spring season. He 
looks for sales volume to gain in his 
store, despite higher prices, in wo- 
men’s shoes, but foresees a drop in 
unit sales of men’s shoes due to higher 


prices. 
. 
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Baby Lizard came in for attention in 
this amusing ad featured by Hartley's 
in Mimi. 


A large specialty shoe store will 
carry fewer lines in 1948 and main- 
tain about the same dollar inventory 
as last Spring, meaning that fewer 
units will be in stock. A high-style 
salon buyer reported a similar policy, 
while a family shoe store operator said 
he would carry more units and spend 
more money. 

In all types of outlets gift slippers 
received the bulk of promotion last 
month with very good results, while 
both men’s, and women’s shoes were 
promoted heavily. 

* = * 


Lincoln. 


LINCOLN shoes stores and depart- 
ments closed 1947 with dollar volume 
sales ranging from 5 to 25 per cent 
over 1946, while unit sales also were 
up at about half of the stores whose 
buyers were interviewed. Predictions 





for the first quarter of 1948 were for 
women’s shoes to hold about even with 
1947 in units, while unit sales of men’s 
and children’s shoes generally were 
expected to drop slightly below a year 
ago. 

Dan Haney, co-owner of the Haney 
Shoe store, reported 1947 sales about 
10 per cent up in dollars but slightly 
down in units. Men’s. women’s and 
children’s shoe stocks were in better 
shape and more selective than a year 
ago, although a shortage was noted on 
better quality rubber goods. Customer 
resistance to higher prices will in- 
crease as prices rise in 1948. 

Loren Mills. merchandiser at Wells 
& Frost, looks for fewer unit sales the 
first half of 1948, due to higher prices. 
but thinks dollar sales will be about 
even with 1947. A department store 
buyer reported that 1947 unit sales 
were off somewhat and dollar sales a 
little ahead of 1946, with women’s 
shoe sales to be ahead of 1947 during 
the 1948 first quarter despite stiffen- 
ing resistance to price. 

Still another buyer reported 1947 
sales up to the preceding year, which 
he considered good, and gift slipper 
sales ahead of 1946. Selection was 
considerably better in the latter cate- 
gory, he pointed out, and consequent- 
ly heavier promotion was used. 
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Zombies are young . . . Zombies are 
gay . . . Zombies are terrific. Zom- 
bies for the high-school, college 
and career girl. 

Zombies are a step ahead with 
style, comfort, and craftsmanship 
in the newest designs to tempt the 
young and fashion wise consumer. 
Zombies will come attractively 
packaged and will be backed by 
a national advertising program that 
will bring traffic into your store. 


Franchise Open in Select Cities— 
Write for Details 


SUPREME SHOE CO. « 1328 Washington Ave. « St. Louis 1, Mo. 
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RECORD SURVEY OF CURRENT CONDITIONS IN SHOEMAKING CENTERS 


Maraefaclring oi Markets 


New York 


MAN HATTAN is an island of intersecting canyons, and the 
immensely difficult and complicated problem of providing 
traffic conduits through the city and at the same time of 
maintaining adequate parking facilities within the same 
area has a number of highly expensive solutions, none of 
which, apparently, are feasible under the present municipal 
budget. A compromise measure recently turned many of 
the East-West streets into “express highways” by forbidding 
parking on them. 

The shoe wholesale and jobbing district is concentrated 
on Duane and Reade Streets (East-West) and the inhabi- 
tants there are up in arms against the new parking regula- 
tions. While they do not ascribe all of the 15 to 20 per 
cent slump in pre-Christmas business (as compared with 
last year) to the fact that retailers cannot drive up and load 
their cars with merchandise, they feel that it has had an 
aggravating influence. To give this attitude point, Sidney 
Thalheim, president of the Shoe Wholesalers Association of 
New York, has appointed a committee which will meet and 
discuss the situation with Mayor O’Dwyer. 

According to a source close to the activity, the only phase 
of the wholesale scene which held up, during the tradition- 
ally sluggish months of November and December, is the 
children’s business—with or without parking bans. 

December, of course, was an uneventful month in manu- 
facturing circles here. Production on orders for Spring 
shoes became heavier and more prevalent among the 
women’s shoe firms, but there were no voices raised to 
protest a need of more working days in the holiday month. 


Chicago 
As Father Time turned the page on 1947 shoemen turned 
an inquiring eye to the incoming year. There are uncer- 
tainties in their thinking as they try to project their plan- 
ning into the months to come. 

At fairs and conventions and councils men of experience 
and men of business sagacity make conflicting statements. 
One says the peak in prices has been reached, that they 
must now recede. The next speaker tells of the probabil- 
ity of increased prices on raw materials, and, of course, on 
the ultimate costs of shoes. 

One thing that all retailers have definitely learned from 
this welter of confusion is caution. It has emphatically 
become the “buy word.” Most retailers proceed with the 
utmost conservatism in making their commitments. Shoe 
factories everywhere have apparently caught up with their 
orders and the retailer no longer is in the position of accept- 
ing whatever he can get. There are some who say deliveries 
can be had in three weeks’ time. On the whole, however, 
this seems to be something of an exaggeration for the aver- 
age delivery time is closer to six weeks, at least in the fac- 
tories around this area. 

That retailers would like to buy new stocks of new styles 


is a foregone conclusion. Every style-minded merchant 
wants the newest as quickly as possible. But not today in 
view of price resistance. There are too many risks involved 
in buying up high-priced goods which may later have to be 
sold at a loss. And although not every manufacturer is 
raising his prices, there are many who have indicated that 
they expect to do so shortly, probably about 5 per cent. 


New England 


As the demand for moderate priced footwear is producing 
record business for New England shoe factories, the shoe 
industry of this area is facing the tightest employment 
situation in+its history. From Auburn, Maine, to Lynn, 
Mass., there is a growing shortage of experienced help, 
and a lack of enough trainees to replace the older people 
working in the New England shoe factories. 

Stitchers, of course, continue to be the Number One 
bottleneck. The Boston area shoe factories are crying out 
for thousands of them, but few seem to be available. One 
hope for securing stitchers lies in stitcher trainee pro- 
grams—and the shoe factories are paying them premium 
wages. 

The New Hampshire shoe factories—in Manchester, 
Nashua, Derry, Laconia and other shoe cities and towns— 
report that the shortage is tightening up. In Manchester, 
textile mills are offering the highest wages in their history 
in order to secure more workers, and shoe factories have to 
step up their general introductory wages to meet this com- 
petition. This situation is true in Lynn, where electrica} 
appliance manufacturers are stepping up the fight for 
workers. 

In Haverhill, Lawrence and Lowell shoe factory officials 
say that their training programs are very successful, but 
that much more help will be necessary in the future. City 
government aid is being enlisted in order to call the atten- 
tion of young people to the opportunities there are in the 
shoemaking industry. Stitching schools are proposed. 


St. Louis 


Witu the advent of the new year manufacturers here are 
continuing to produce at either peak or near-peak levels. 
but there are admissions of some increase in retailer re- 
sistance. With the exception of certain instances, however, 
buyer acceptance of the St. Louis-made product remains 
high, and the industry as a whole is in an enviable position. 
But reports are beginning to seep through the trade that 
some producers are pretty much concerned over whether 
or not the“high volume of orders will continue during 
March and April as it has for January and February de- 
liveries. These reports, informers say, originate predomi- 

nantly from producers of unbranded merchandise. 
During the period just prior to Christmas most manu- 
facturers stated that they were not in need of cutting, al- 
[TURN TO PAGE 58, PLEASE} 
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*® illustrated below is one of Fortune's new, colorful window displey ponels for Spring, 1948, 
ploying up the national advertising theme 





AT THE MODERATE PRICE YOU LIKE TO PAY 


FORTUNE KEEPS YOU AHEAD IN STYLE 





: Fop styles, year ofter year . . . satisfied customers, America over. . . 
N A M E. ee national advertising, seen by millions each season . plus dynamic 


displays to support every Fortune promotion. All of these advantages ore 





behind the Fortune name—to boost Fortune shoe sales and profits in every 
American community. Further enhancing the value of the Fortune franchise, 
for Spring 1948, Fortune has launched the biggest advertising program in 
its history: Seven full color, full page ads in Colliers and Pic... 
featuring four great promotions—the “Flexi-Woven” series, “Frontier Buck 
styles, the “Summertime” series, and “Rockits.’ And each 

promotion is backed by eye-appealing, traffic-stopping panels that pull 
mightily right at the point of sale. Surely, behind this name, there're 
fortunes for your store! Richland-Davidson Shoe Company, a Division of 


General Shoe, Corporation, Nashville, Tennessee. 
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What Prospects for Leisure Shoes? 


Manufacturers Present 


Their Case 


[CONTINUED FROM PAGE 34] 


Why has the men’s shoe industry not 
kept pace with these changes? Why is 
there an average of only 2.5 pairs of 
shoes bought for males 16 years and 
older (and this includes slippers, too!) ? 
Why do 75 per cent of women buy shoes 
for fashion, making women’s footwear 
rank highest in fashion demand of 13 
articles of wearing apparel, while men’s 
shoes have little fashion appeal but are 
sold for durability reasons? 

The answer baldly stated is that the 
men’s shoe industry has been “asleep 
at the switch,” not fighting courage- 
ously, aggressively or logically for its 
fair share of the consumer’s dollar. 

Practically every branch of the men’s 
apparel industry has become style, 
color and comfort conscious. So the 
lightweight, colorful, comfortable, well- 
made casual shoe for men logically and 
appropriately has a growing and im- 
portant place in the wardrobe of every 
male in this new age of leisure. With 
the possible exception of heel heights 
and an occasional pattern, nothing done 
for women in footwear cannot, under 
reasonable modification, be done like- 
wise for the “ailing” men’s branch. 

Shoes for the occasion to meet the 
demands of the new age of leisure pre- 
sage extra pair sales, increasing con- 
stantly, of casual types for men. Hasn’t 
the time arrived to promote men’s shoes 
as a fashion item so that the average 
male who has already raised himself 
out of the slough of color and style 
mediocrity in the balance of his attire, 
will now literally complete the slow and, 
for too many men, painful task of rais- 
ing himself by his boot straps into the 
full sun of style consciousness from 
head to foot? The time is the present. 
Why wait? 


BARNEY WORTHMAN, Sales 
Mgr., Footwear Div., Fulton Leather 
Goods Co., says, “Biggest Season 


Ever, Particularly in Colors.” 


Men’s sportswear manufacturers are 
anticipating their greatest season. They 
are showing a wide array of styling and 
colors in slacks, sport shirts and 
jackets. Casual footwear in blue, 
brown and grey leathers and suedes, in 
solid colors and two-tones will be a 
necessary adjunct to these sport en- 
sembles. 

Sport and casual footwear, though 
playing a conspicuous part in the set up 
of high style men’s footwear during 
the past couple of Summer seasons, has 
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been a relatively small item in the over- 
all picture of men’s shoe production. It 
is my sincere opinion, formed after a 
personal survey of the men’s sports- 
wear industry, that the popularity of 
men’s play and casual footwear will 
reach its zenith next season. Its popu- 
larity has been slowly gaining momen- 
tum, being confined in the past prin- 
cipally to resort wear and style con- 
scious individuals, I believe the average 
man is now very definitely receptive to 
this type of footwear for Summer 
usage. 


WALTER ROUOSE, Sales Mear., 
Marion Shoe Div., Daley Bros. says, 
“It’s Still Norwegians in Colored 
Reverse Leathers.” 


After a complete swing around the 
country, during which I attended two 
shows, it is my opinion that the most 
popular shoe for Spring in leisure wear 
will be the step-in style, so often called 
the loafer or Norwegian type. 

The availability of colored leathers 
will lend this style to reverse leathers, 
as well as smooth leather combinations. 
As it looks now, blue and wine suedes 
will be very popular, with grey and 
cocoa brown running as close seconds. 
However, taking everything into con- 
sideration, the unlined boarded tan 
leathers of accepted colors will be the 
heavy sellers in men’s shoes. * 

The buckle strap, raised seam, loafer- 
type should be exceptionally popular, 
second only to the regular Norwegian 
pattern. If the fit of the shoe is cor- 
rect, and the styling is in vogue with 
men’s clothing styles, I look for many 
pairs of unlined leisure type oxfords 
to be sold this Summer. Don’t let your- 
self down on white nubuck and tan 
combination sport types. We have spent 
too many seasons prompting tan and 
whites to pass up that “extra pair of 
sports” for the men’s wardrobe for 
Spring and Summer. 

Next is the question of California 
platforms. I think they are still right 
for promotion, but the public won’t pay 
the price for them. We will have in 
our casual lines only a tan and white 
loafer-type (Norwegian pattern), con- 
cealed front gore and white elk, and a 
four-eyelet plug lace oxford in tan 
with white elk overlay. 





Retailers Speak 
Their Minds 


[CONTINUED FROM PAGE 35] 


Glamour is what the man has been 
looking for, and in these casuals he has 
everything to send him on his way in 
a happy mood. Believe me, the second 


pair is very easily sold, once the first 
pair has been tried . . . therefore, re- 
peat sales to satisfied customers. 


— 


N. W. STEPHEN, Sales Mgr., Ne- 
braska Clothing Co., Omaha, Neb. 


The 1948 outlook on leisure shoes is 
very bright from our experience this 
past season, and we should do an even 
better job next year. 

We, here, have done a tremendous 
job with our casuals with men of all 
ages. Our Beagle Boot has been one 
of the hottest items among the high 
school and college fellows in our com- 
munity. In fact, we have not been able 
to keep up with the demand. We have 
not only sold the Beagle Boot to the 
young men, but also to any number of 
business men who spend their leisure 
moments out of doors. 

We will add to our Spring leisure 
shoe picture a new moccasin play shoe 
in combinations of suede and calf. This 
new shoe should provide plenty of ac- 
tion. 

I believe the important thing to bear 
in mind to do a job on leisure shoes is 
to confine them to the price category 
most suitable to the prospective buyers 
of this type of merchandise. In many 
cases, leisure shoes are bought as extra 
shoes, so with the high prices of regu- 
lar shoes today, I believe it advisable 
to confine our leisure shoes to our lower 
price brackets in order to produce as 
many sales as possible. 

We, here, can do an exceptionally fine 
job on casuals from $7.95 to $10.00. As 
long as we can keep the types of leisure 
shoes we want in this price category, 
we will certainly enjoy a good season 
next year. 





W. A. JOBSON, Nieman Marcus 
Men’s Shop, Dallas, Tex. 


Prospects for leisure shoes for men 
during 1948 appear brighter than at 
any time since before the war. The 
promise is for more varied design, bet- 
ter and more diversified materials, 
greater quantity, and a broader market. 

Leisure clothes have an increasingly 
important place in the wardrobe of the 
American male, and the casual shoe is 
closely associated with his idea of re- 
laxation and comfort. 

In my opinion, leisure shoes will be 
sold in greater volume in 1948 than at 
any time in the past, despite slight 
price increases. 





J. A. COX, Robinson’s, Kansas City, 
Mo. 
In the Spring of 1946 we didn’t have 


enough shoes of any kind; therefore 
our leisure shoes sold out very quickly, 


[TURN TO PAGE 60, PLEASE] 





EVERY DAY IS 
SIZE-UP. DAY 


‘Ger dakins 


8 by GERDA 
» Nene, NEW YORK 


ALL SMOOTH LEATHER 
CHILDREN’S SLIPPERS 


Packed in our New Gerdakins Boxes 


Variety and colors plus all leather con- 
struction . . . just the combination to 
make your slipper department go over 
in a big way. Prices down— 
Volume up. A wonderful sales 
asset and a gqrand value. 
Order only your pres- 

ent needs NOW. 


Samples and 

Mats on Re- 

quest. Delivery 

at once F.O.B. 
N, Y. 


402 


All Smooth Leather Bootee Hard 
Flexible Leather Soles. Colors 
Brown, Blue, Red. Sizes: 5-8, 
B/2-12, 12'/4-3. Regular half sizes. 


$1.90 


Ali Smooth 
Leather Opera 
Hard Flexible 

Leather Soles. 
Colors: Brown, 
Blue, Red. Sizes 
5-8, | 8/2-12, 124-3. 
Regular half sizes. 


$1.50 


, Gehibiting—Hotel Benj. Franklin, Mezzanine, Independence Room, 
Jan. 25, 26, 27 


: Vt 


GERDA "FOOTWEAR’ 


COMPANY, INC. 


GERDAGRAM FOR EXPORT 
158 DUANE STREET, NEW YORK 13, N. Y 
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BECAUSE they are cool and comfortable as well as soft 
and flattering to the foot, sandals have continued impor- 
tance in the shoe wardrobes of many fashion-conscious 
women. Style-right for wear with Spring suits and dresses, 


Intricately woven strippings 

in white brown kid 

make the pretty block pat- 

tern of the vamp an 

style feature of this open 
sandal. Tupper, Inc. 





sandals are suitable also with semi-formal resort and Sum- 
mer clothes, dressy cottons and Summer suits. The added 
charm and versatility of this type of shoe are stressed in the 
careful manipulation of kidskin, as shown here, one of the 
styles presented recently by the Kidskin Tanners’ Guild. 


* * * 


Fir, Fashion and Flattery, these three F’s might be the 
motto of every alert shoe manufacturer and retailer. Too 
often one or another has been neglected. While fit must 
always take first place in importance, since on it depends 


The asymmetric buckle ar- 
rangement and slender lines 
of this wedgie both help to 
break the broad look of this 
short wide foot. “Double 
Talk” by Rhythm Step. 





both comfort and health, appearance is an extremely impor- 
tant selling factor. Here two elements enter in, style and 
becomingness. The good sales clerk automatically com- 
bines the two, and his customer leaves the store with a well- 
fitted smart shoe in a style that makes her foot look as 
graceful and pretty as possible. 


The deep cut shanks of this 
Balenciaga suede pump carry 
the eye away from the ankle, 
helping to slim its appear- 
ance by giving an effect o/ 
height and narrowness. “Par- 
quet” by DeLiso Debs. 





[TURN TO PAGE 58, PLEASE] 
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THE ALLIED KID COMPANY 


Extends best wishes for a very 
. happy and prosperous New Year 


to its many friends and customers 


throughout the country. 





ALLIED KID COMPANY 


BOSTON * NEW YORK + WILMINGTON + PHILADELPHIA + CAMDEN 
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THE “INVISIBLE” SHOE FORM! 
CLEAR PLASTIC! FITS EITHER SHOE. 
MAIL THIS CONVENIENT ORDER BLANK TODAY! 


PRICE LIST SIZES 
Gor GaP ccccescccvcccess $ 1.25 ea Small -sseees+-4¥2-5 Shoes 
aa 15.00 doz | EES 52-6 Shoes 
rt | SE YF Trode Mork Registered” 


oO 1 doz. smal! @ 15.00 oO 3 doz. small @ 13.50 04 doz. small @ 12.00 
(] 3 doz. large @ 15.00 [] 3 doz. large @ 13.50 (7) 4 doz. large @ 12.00 
[] SEND........... PAIR @ $1.25 PER PAIR. [] LARGE [] SMALL 
im Please send, without obligation, your catalog ‘‘“Modern Design on Display 

~~ gentaining 60 illustrations of modern fixtures. 


Firm Name____ ———— = 
Street___ - a 
City 











Shoes in the News 
[CONTINUED FROM PAGE 56] 


In St. Louis recently the shoe industry has been seriously 
studying this problem of flattering the foot. They have 
worked out designs to give the best appearance to long. 


Best suited to the long nar- 
row foot is the new high- 
built vamp which would look 
too bulky on a short foot, 
according to St. Louis manu- 
facturers. “Larkwood” by 
Queen Quality. 





narrow feet; short, wide ones; thick ankles and legs; slen- 
der and thin ankles; low arches; high insteps. We show 
here photographs of shoes embodying three of these ideas. 
taken by the St. Louis Shoe Manufacturers Association. 


Play Shoes, Pretty and Practical 
[CONTINUED FROM PAGE 31] 


woman who likes oxfords, there are some ties, as smart 
and attractive as the sandals and stepins. Rubber soles 
make them all especially practical for country and beach 
wear. 

While there are no startling pattern innovations, colors 
have been introduced in combinations attractive and 




























MORE VALUE 


MORE VERSATILITY y 


Means More Profit 
Faster Turnover | 





Make arch type sales contribute 
worthwhile, consistent profit with 

Adelic. Stocks turn over faster 
replacements arrive on time; 

Result: More satisfied customers 
and ample sizes to fit them 
properly; and nc lost sales. 
Write or wire requirements 
today 














Style 850 
Black Kid—Soft Toe 


HI-TOP BOOT 


Sizes 4-9 
EEE WIDTH ONLY 


CATALOG ON REQUEST 


STRONG ALL KID LINE 


Long Run of Sizes and Widths 


© ALL IN-STOCK 











MONROE BROTHERS & COMPANY 


@35 NORTH 19TH STREET 
PHILADELPHIA 36, PA. 
ESTABLISHED 1817 





gay enough to brighten any Summer costume. Ribbed 
or crepe type rubber soles, sometimes in colors to match 
the upper. sometimes contrasting with it, and very thick, 
cork-filled soles, add further style interest. 





Manufacturing and Markets 
[CONTINUED FROM PAGE 52] 


though later there were a few scattered unconfirmed 
rumblings that such was not true throughout the area. The 
industry has been geared to a high production rate for 
many months, selling shoes on the basis of a small profit 
per unit, which necessitates a continued high production 
to stay on the black side of the ledger. This high break- 
even point is believed to be the cause for most of the worry 
about the future. 

Reports are current that buyers are not taking up their 
quotas in some instances, although manufacturers say that 
they are not having difficulty in selling their full produc- 
tion. Other sources point out that the maintenance or re- 
jection of quotas, however, as an accurate gauge of demand 
of a manufacturer’s shoes lost its importance several 
months ago. Its primary importance today, they point out. 
is a protection for the manufacturer for exceptionally high 
demand or scarce patterns made from wanted materials. 

Late in December most factories were in a healthy posi- 
tion from the standpoint of being fairly well caught up on 
the production of shoes for delivery during the first two 
months of the year. Salesmen are taking to the road this 
month and are selling into March and beyond. 
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Dec. 0% 


0 ever 
a 10/ Response? 


Over one tenth of Woman’s Day’s 
3,000,000 readers send twenty 
cents for this crochet booklet 








THE FACTS 


item: A 64 page booklet of crochet instructions. 
How much: Twenty cents a copy, postpaid. 

Where offered: An advance notice in the September 
1947 issue of Woman's Day; an announcement 
accompanying 8 pages of crochet material in the 
October issue; a reminder in the November and 
December issues of Woman's Day. 








Rate of Response: Weekly Cumulative 
Week ending September 5 11,241 11,241 
Week ending September 12 13,185 24,426 
Week ending September 19 13,371 37,797 
Week ending September 26 15,814 53,611 
Week ending October 3 44,133 97,744 
Week ending October 10 48,804 146,548 
Week ending October 17 34,598 181,146 
Week ending October 24 25,961 207,107 
Week ending October 31 19,188 226,295 
Week ending November 7 16,943 243,238 
Week ending November 14 14,072 257,310 
Week ending November 21 10,678 267,988 
Week ending November 28 7,189 275,177 
Week ending December 5 7,219 282,396 


Where will it stop? Requests still coming in at 
1000 a day point to a total of more than 330,000. 


Where do these women live? Strangely enough, they 
are urban rather than rural. The country’s biggest 
cities produced more than their share of responses. 


Would you like a breakdown? Under the direction 
of Elmo Roper, a breakdown is being made on the 
pattern of the J. Walter Thompson market areas. 
This breakdown will be available shortly. Adver- 
tisers and their agents may have copies on request. 











Woman's Day 
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So far 280,000 readers have sent 20c for 
their copies. Requests are still coming in at 
1000 a day. When they taper off the total 
will exceed 330,000. 


It's an old story to us. The women who read 
Woman's Day have always responded 
overwhelmingly to its editorial pages 
...and to its advertising pages as well: 
ask any of the 281 advertisers who this year 
invested $4,190,000 , 


in 1,456 advertise- Noma. Dat 
aS 






ments to tell their 






story in its pages. 





What Prospects for Leisure Shoes? 
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ARLINGTON. 


SENO 


THAT WILL BUILD YOUR JUVENILE FOOTWEAR SALES! 


Forty years of specialization results in shoes 
that SELL! 
have the latest lasts with wide ball and 
heel base for good tread, short backs for 
ankle-hugging fit. 
right to keep your juvenile foot-wear sales 


growing! 


SEND FOR FREE AD MATS 
A Complete Juvenile Line 


oy 


20) me OF Vee’ 


WIDTHS: A to EE 
Welts and Pre-Welts 





| 
From Infants to Misses these | 


Made right and priced 


George ’s 


Shoes 











NEW JERSEY 








[CONTINUED FROM PAGE 55] 


but we were not sure but what they had 
been bought on account of the scarcity 
of shoes. 

In 1947 we had a better supply and 
sold a great many leisure shoes to men 
and we discovered they bought them 
from choice. We are anticipating sell- 
ing an even better proportion of leisure 
shoes in the Spring and Summer of 
1948. 

Cc. C. KEPNER. Odum, Bowers & 
White, Birmingham Ala. 


From our experience during the past 
year we have found that they can be 
successfully promoted during the Fall 
and Winter season as well as Spring 
and Summer. 

We feel that we have just scratched 
the surface of the leisure shoe busi- 
ness. If they are promoted, as they 
should be, as an extra pair of shoes for 
leisure wear, strictly, they will continue 
to grow in popularity from season to 
season. 

BILL LABOU, 
Coral Gables, Fla. 


Students from 46 different states at- 
tend the University of Miami, located 


University Shop, 
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at Coral Gables, Fla. What these fel- 
lows wear this Winter will be an indi- 
cation of what the fellows up North 
will want next Summer. 

The leisure shoe is fast replacing the 
saddle oxford as a campus shoe. The 
fellows want leisure shoes in solid 
colors. Two tone shoes are too hard 
to keep clean. 

There is a definite demand for a 
leisure shoe with a saddle strap. Many 
men like leisure shoes, but complain 
that the shoes are too wide and want a 
leisure shoe that will stay on their feet. 





VIC WHITE, Rothschild’s, Kansas 
City. Mo. 


We believe the 1948 season for casual 
and leisure type of shoes will break all 
records. 

Suede and reverse leathers in this 
type of merchandise for town and coun- 
try wear will certainly cut in on all the 
plain calf loafers which have been in 
demand the past few years. We find 
that men of all ages want them where 
a few years back they were for the 
younger set only. 

In Kansas City, at Rothschild’s, we 
find there is a trend away from the 
formal type into the more casual along 


with colorful sportswear in clothing. 
We need to get away from the plain 
color which was all we could have dur- 
ing the war years. 


MAX LEFCOURT, Lefcourt, New 
York and Miami 


You ask, “What are the prospects 
for the leisure shoe?” We reply that it 
is the answer to the retailer’s prayer 
for more unit sales. For golf, there are 
the standard demands for moccasins 
and for active outdoor wear, the crepe 
sole, but in an era that is speedily in- 
clining toward informal dress for men, 
the lightweight comfort of the leisure 
shoe is destined to come into its own. 

Promoted first in the resort areas of 
California and Florida, our confidence 
in fashion correctness of these shoes 
as cruise and resort shoes is unbounded. 
In our Lincoln Road store in Miami, 
we have a gala array of attractive new 
brightly colored leisure shoes, and we 
predict a sharp spurt in consumer de- 
mand for the Florida season and wear 
in the North later on. We see no rea- 
son why leisure shoes should not re- 
ceive the favor of smartiy dressed men 
in all parts of the country. 





C. M. SELBY, Volk Bros., Dallas, 
Tex. 


In the field of men’s footwear there 
has been a great need for development 
and acceptance of types of shoes that 
would enable the retailer and manufac- 
turer to promote the sale of additional 
pairs to the male consumer. By addi- 
tional pairs, we mean shoes that would 
be used for special occasions. 

The casual and leisure type of foot- 
wear for men is not what one would 
call a recent development. However, 
from our experience during the past 
several months, we feel that this type 
of footwear is just beginning to be 
accepted as a necessary adjunct to the 
shoe wardrobe of the style-conscious 
man. For the coming Spring and Sum- 
mer seasons, it is our belief that we 
will experience the greatest general 
acceptance of the casual and leisure 
shoe for men. 


FLOYD P. SMITH. Watsons, Inc., 


Hutchinson, Kan. 


The advent of more comfortable, more 
casual clothing for men several years 
back has been a great help to the 
men’s wear industry, in our opinion. 

The popularity of the drape suit, the 
pleated slack, the jacket and slack com- 
bination, leisure coat and sport shirt, 
and other such items points definitely 
to an ever-growing interest in more 
freedom in men’s wear. 

During the past few seasons the shoe 
industry has pulled itself out of a long- 
time rut by following—and now lead- 
ing—the trend. Casual shoes, in dozens 
of types, highly styled, new regular 
weights have helped create a greater 
demand for shoes. 
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_ SEEKS 
RESIDENT 


REPRESENTATIVE 
IN U.S.A. 





@ @ @ who will undertake full sales and distribution of 
JOHN WHITE Footwear for Men throughout the U.S. The 
Firm or individual should be well-experienced in the trade, 
well known to all bulk buyers in the U.S., and prepared to 
develop large-scale turnover — based on first - class 
manufacturing, service, and merchandising help from 
the JOHN WHITE Organisation in England. 
















THE COMPANY’s Products THE COMPANY ’s Progress 

‘John White "’ make every class of Leather In 1919, one small workshop made a few gross 
Footwear for Men and Boys — goodyear shoes a week—with John White craftsmanship 
welted, staple-welted, screwed and stitched, in every pair. By 1939, eight large factories 
etc., in every type of upper leather. They were producing 3,000,000 pairs a year. From 
produce to American requirements and are 1939 to 1945, over 8 million pairs of Services foot- 
specialising in TOP-GRADE GOODYEAR- wear were made. And to-day, John White Shoes 
WELTED SHOES. are advertised and sold in 14 overseas countries. 











should be sent BY AIR-MAIL, giving full details, and be 2 he 


personally to : 
Mr. JOHN WHITE 
(Chairman and Managing Director) 
JOHN WHITE (impregnable Boots) LIMITED 
Head Offices: HIGHAM FERRERS, Northamptonshire, England 
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One Pair for 
Every Four Persons 
[CONTINUED FROM PAGE 44] 
that about 10,000 pairs of hand-made 


shoes were being produced monthly in 
the Summer of 1947. The Austrian 


| hand-made shoe industry used to spe- 


cialize in sport shoes, hiking shoes, 
mountain-climbing boots and ski boots, 
sizable quantities of which were ex- 
ported and sold to tourists visiting 
Austria for mountain climbing or Win- 
ter sports. It is expected that when 
more raw material becomes available, 
this potential export industry will be 
built up again. 

The Bally shoe factory, one of the 
largest in Austria, with a potential 
capacity of 3,000 pairs of shoes daily, 
is a subsidiary of the Bally holding 
company, a Swiss organization. Eight 
firms in Vienna were Jewish property 


| before the annexation of Austria to 


Germany in 1938, and the original 
owners lost these firms as a result of 
National Socialist laws. Under Aus- 


| trian restitution laws, these firms 


should be returned to the original 
owners. Since the owners may have 
emigrated and acquired another na- 
tionality, it is possible that these firms 
will be owned by non-Austrian citizens 
when restitution proceedings are com- 
pleted. 


New Loop Store Built 
For Tomorrow 


[CONTINUED FROM PAGE 42] 


Shoe Fair last October. Its design and 
decoration were described in detail in 
Boot AND SHOE Recorper, November 1, 
but it takes the photographer’s lens to 
visualize its true beauty and mag- 
nificence. 

Primarily designed as a retail store, 
it will serve as an on-the-spot testing 
ground for Bostonian merchandising 
plans, which originate at the famous 
Bostonian Merchandising and Display 
Laboratory in Whitman, Mass. Small 
enough to be classified as “intimate,” 
the designer has made an extraordmary 
use of available space. A _ beautiful 
store, it boasts of the most luxurious 
furniture and accessories and the most 
modern lighting and display devices. 

Besides being precisely the type of 
store necessary to compete successfully 
in this highly competitive retail area, 
Botonian hopes that it will also serve 
to stimulate the imagination of retail- 
ers visiting the second floor Bostonian 
wholesale room, and of the thousands 
of retailers who pass through Chicago 
airline crossroads and visit its semi- 
annual Shoe Fairs. From it they hope, 
too, that retailers will glean ideas in 
construction display and merchandis- 
ing which they may adapt to their own 
operations at home. 
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RECORDER REVIEW OF CURRENT HAPPENINGS IN THE SHOE TRADE 


USMC Denies Charges in Anti-Trust Suit 


Leasing Policy, Efficient Service in Installation and Repairs, Plus 
Comprehensive Research Program, Have Aided 
Industry, Corporation Maintains 


Boston — Illegal monopoly was 
charged against the United Shoe Ma- 
chinery Corporation in a civil action 
filed in United States District Court 
here December 15 by Grant W. Kelle- 
her, New England chief of the anti- 
trust division of the Department of 
Justice, on behalf of the Federal Gov- 
ernment. 

The corporation is entitled to twenty 
days to file its formal answer to the 
detailed charges enumerated in the gov- 
ernment’s complaint but prompt denial 
was made by USMC within a few hours 
of the filing of the suit, when the fol- 
lowing statement was issued: 

“The government has filed a com- 
plaint against the United Shoe Ma- 
chinery Corporation in the United 
States district court for Massachusetts, 
alleging violations of the Sherman Act 
by the corporation and asking for cer- 
tain changes in the manner of con- 
ducting its business. 

“This company was organized in 1899 
as the result of the consolidation of a 
number of noncompetitive concerns 
manufacturing various types of shoe 
machinery. In 1918 the Supreme Court 
of the United States held that its or- 
ganization and method of conducting 
its business was not a monopoly in re- 
straint of trade and thus did not vio- 
late the Sherman act. 

“From the time of its organization 
this company has continued the tradi- 
tional policy and practice of substan- 
tially all prior shoe machinery com- 
panies of leasing its machines to shoe 
manufacturers. This has permitted it 
to service its machines in a way which 
otherwise would have been impractic- 
able and thereby to maintain them at 
proper operating efficiency. This ser- 
vice has been the subject of such uni- 
versal approval from the industry itself 
that we cannot conceive that anvone 
will deny that the industry and the 
public have been greatly benefited 
therebv. The United States Supreme 
Court in 1922 said of this comvanv: 

“Tt is established that it furnishes 
machines of excellent qualitv: that i+ 
renders valuable services in the instal- 
lation of machines, instructions to on- 
erators, promvtness in furnishing ma- 
chines when desired by manufacturers 
and is expeditious in making repairs 
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Dates to Remember 


Warm Weather Opening, Guild of Bet- 
ter Shoe Manufacturers, at Members 
Show Rooms, New York City. 
Week of January 5, 1948 
Monthly Shoe Show, Shoe Travelers As- 
sociation of Chicago, Morrison Hotel, 
Chicago, Ill. January 18, 19, 20, 21, 1948 
Shoe Show, Tri-State Shoe Travelers As- 
sociation, Hotel Statler, Buffalo, N. Y. 
January 25, 26, 1948 
Convention and Shoe Mart, Middle At- 
lantic Shoe Retailers Association, Ben- 
jemin Franklin Hotel, Philadelphia, 
Pa. January 25, 26, 27, 1948 
Allied Shoe Products Exhibit for Fall, 
Belmont-Plaza Hotel, New York City. 
February 29, March |, 2, 3, 1948 
Official ~ of American Leathers 
For Fall, Tanners’ Council of Amer- 
ica, Waldorf-Astoria Hotel, New York 
City. March 2, 3, 1948 
National Shoe Fair, Palmer House, Mor- 
rison and Stevens Hotels, Chicago, Ill. 
April 26. 23, 28. 29, 1948 
Fall Shoe Show, Central States Shoe 
Travelers, Muehlebach and Phillips 
Hotels, Kansas City, Mo. 
May |, 2, 3, 4, 1948 


‘Semi-Annual Shoe Show, Northwestern 


National Shoe Travelers Association, 
St. Paul Hotel, St. Paul, Minn. 
May |, 2, 3, 4, 1948 
Fall Shoe Show. Southeastern Shoe Trav- 
elers, Hotel Sheraton, Augusta Ga. 
May 2. 3, 4, 5, 1948 
Fall Shoe Show. Pennsvivania Shoe Trav- 
elers Association, William Penn Hotel, 
Pittsburgh, Pa. May 8. 9, 10. II, 1948 
Michiaan Annual Summer Shoe Fair, 
Michigan Shoe Travelers Club, Hotels 
Pantlind and Morton, Detro't, Mich. 
Mev 16, 17, 18, 19, 1948 
Second International Store Moderniza- 
tion Shew. Grand Central Palace, 
New York City July 6, 7, 8, 9, 10, 1948 





and replacements when it is necessary 
so to do. 

“The company has continued these 
policies. It has alwavs sought to 
produce better shoe machinery, to ser- 
vice it as perfectly as possible and to 
operate its business to the best ad- 
vantage of its customers and the public, 
as well as its stockholders and em- 
ploves. 

“The policv and practice of this com- 
pany in leasing its machines has made 

[TURN TO PAGE 67, PLEASE] 


Mourn Death of AlbertGude, 
Los Angeles Shoe Merchant 


Los ANGELES, CaAL.—The shoe world 
is mourning the death of Albert L. 
Gude, 69-year-old founder and presi- 
dent of Gude’s shoe stores, who passed 
away on Dec. 14 in a Pasadena hospital. 
Funeral services were held on Dec. 17, 
when both of Gude’s stores were closed 
in mourning for the well-known pioneer 
shoe merchant. 

Mr. Gude had been in ill health for 
four years, but retained the presidency 
until his death. His only son, William, 
during this time was active in the direc- 
tion of the firm. Other survivors 
are his widow, Mrs. Mariam B. Gude; 
two daughters, Mrs. Kathryn Goode and 
Mrs. Elizabeth Ware; and three sisters, 
Mrs. Louise G. Funk, Julie A. Gude and 
Mrs. Rozelle Wilson, all of Los Angeles. 

A well-known merchant, civic and 
business leader, Mr. Gude was a mem- 
ber of the Rotary, Masonic, and Knights 
Templar organizations. 

[TURN TO PAGE 67, PLEASE] 





White Appointed Women’s 
Shoe Buyer at Wyman’s 


BALTIMORE, Mp.—-Ben White has 
been appointed buyer of the women’s 
shoe department at Wyman’s, 19 West 
Lexington Street, here. 

Mr. White’s career in the shoe busi- 
ness includes positions at Ernst Kern 
Company department store, in Detroit, 
Mich., at Wyman’s where he remained 
for eight years with the store, and 
Zuieback & Sons, Detroit, Mich., where 
he managed six shoe departments. 





Shoe Store Owner Leases 
Departments in Specialty Shop 


HoLLywoop, CaL.— Lester Baymer, 
proprietor of the Hollywood Bootery, 
recently announced that he has leased 
shoe departments in all of the Lanz 
Company stores in California. 


Because the Lanz stores are specialty 
shops that feature suede apparel, 
peasant ensembles, and sportswear, 
Baymer will coordinate his departments 
by putting in casual footwear, along 
with some high-heeled styles. 

Lanz Company has two stores in Los 
Angeles, one on the Miracle Mile and 
the other in Westwood Village, with one 
store each in San Francisco, Palm 
Springs, Carmel, Pasadena, and Seattle. 





Dates and Location of Allied 
Products Show Announced 


New YorK.—Preceding by two days 
the opening of Fall Leather Show, 
sponsored by the Tanners’ Council of 
America, at the Waldorf-Astoria, here, 
the 14th semi-annual Allied Show Prod- 
ucts and Style Exhibit will be held 
Feb. 29, Mar. 1, 2, and 3 in the Hotel 
Belmont Plaza, 49th Street and Lexing- 
ton Avenue, it has been announced. The 
Belmont Plaza is directly across the 
street from the Waldorf-Astoria, where 
the leather show will be held Mar. 2 
and 8. 

Focusing attention on the multiple 
phases of advance season planning for 
Fall, the exhibits of the Allied Show 
will include displays of new styles, 
fabrics, lasts, products, processes and 
ornamentations for the shoe industry. 

Since exhibit space is limited, all 
firms have been urged to fill applica- 
tions without delay with C. R. Heyde, 
show manager. The applications should 
be addressed to C. R. Heyde, c/o Allied 
Show, 5611 Whitby Avenue, Philadel- 
phia 43, Pa. 


Spokane Shoe Men Plan 
Cinderella Contest 


SPOKANE, WasH.—At the December 
meeting of the Spokane Retail Shoe 
Dealers’ Association in the Desert Ho- 
tel, further plans were made for the 
“Cinderella” contest which wi!l begin 
January 15. Fourteen stores have so 
far signified that they will participate, 
including Savon’s, Hern’s, Fashion 
Bootery, Schulein’s, Warn & Warn, 
Leed’s, Hill’s, Alexander’s, Saad Broth- 
ers, Feltman and Curme, Health Spot, 
Shoe Laboratory, Britton’s and the 
J. C. Penney department stores. 

J. F. Britton, president of the shoe 
dealers’ group, said that the “Cinder- 
ella” size will be the predominating 
size among all the women registering 
at the various stores. From customers 
wearing this size, a board composed of 
store managers will select Cinderella 
and award her a beautiful pair of glass 
ornamental slippers. 


New Lessee of Specialty 
Store Shoe Department 


Brtox!, Miss.—The women’s shoe de- 
partment of the Specialty Store has 
been leased to Edward L. Hebert of 
New Orleans, La. Mr. Hebert was em- 
ployed by the Wohl Shoe Company, St. 
Louis, Mo., for 15 years, and later was 
manager of the Maison Maurice’s shoe 
department, New Orleans. 

The men’s shoe department in the 
Specialty Store will continue operation 
under management of Spark Vignes. 


Shoe Men Open Family Store 


BALTIMORE, Mp.—Hurburt Nerenberg 
and Benjamin Cohen, both equipped 
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Philadelphia I. Miller Store Remodels 


| 


The remodeled |. Miller store in Philadelphia is remarkable for the extremely 
large area of glass frontage, behind each panel of which is a raised glass show 
case, as shown in the above artist's representation. The interior of the store is 
40 feet wide and 150 feet deep in the selling area. 


PHILADELPHIA, Pa.—Spaciousness in 
the modern manner is the keynote of 
the newly enlarged and completely 
renovated I. Miller store now occupying 
1225 and 1227 Chestnut street, Phila- 
delphia. Drastically different from the 
cramped space of former aisles is the 
new deeply carpeted widths of walking 
space where customers can sample the 
comfort and wearing ease of new shoes 
with a feeling of surrounding luxury. 

Every inch of this new store, with a 
floor space of 40 by 150 feet deep, en- 
tails the most modernized effects, be- 
ginning with the unobstructed view of 
the all-glass front of the store to the 
square, gray leather salesman’s stools 
that contains an inside panel which, 
when pulled forward, becomes the cus- 
tomer’s footrest. In place of the former 
display windows, there are illuminated 
square glass cases, each resting on two 
heavy, silver-finished posts. 

The color of the upholstery separates 
the three types of shoes sold here. 
Chartreuse, coral, and gray orchid are 
used in separate salons to designate 
shoes to be tried on of high style, slip- 
per or casual and playshoes. Separate 
stock rooms for these different shoes 
are provided through curtained door- 
ways on the side and back. A stream- 
lined system for receiving stock in- 
cludes a freight elevator that takes 
stock down to the basement for unpack- 
ing, sorting and preparation for regu- 


lar stock compartments on the street 
floor. 

The floor is carpeted in soft beige 
broadloom and the walls are of creamy 
beige with touches of the salon colors 
carried through. Handsomely designed 
shadow boxes line the side and back 
walls, interspersed with ample mirrors. 

Here, as in most modern shoe salons, 
accessories such as handbags, hosiery 
and gloves play an accompanying role 
in the life of many a shoe sale. The 
hosiery bar is stationed in a small un- 
obtrusive section to the right of the en- 
trance, while handbags with matching 
gloves or belts occupy a more prominent 
space in extended wall showcases as 
well as glass floor cases similar to those 
in front of the store. All of the wood 
trim is in white oak. 

A. Lavin, manager of this I. Miller 
store for two and half years and con- 
nected with I. Miller for twenty-six 
years, stated upon the opening of the 
new salon: “We have needed this 
change for a long time. Up to the time 
of this modernization program we did 
not have the right store to sell the right 
merchandise. A lot of our customers 
who should have visited us more often 
had been going to New York. Now we 
feel that this will help to keep them 
buying in Philadelphia. With our new 
and attractive surroundings we are 
able to make better shoe presentations, 
conducive to better handling of high 
style shoes .. .” 





with a long background of retail shoe 
experience, have opened the Linden 
Bootery, a family shoe store, at 1944 
Linden Avenue, here. 

Mr. Cohen was associated with the 


Cinderella Shoe Stores for 12 years and 
Mr. Nerenberg has gained experience 
with the Hess Shoe Store and the shoe 
department of Epstein’s department 
store. 
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SUPERGRIP 


Activated with Hot Vapor Laden Air! 


The full effectiveness of Supergrip is obtained with the new Universal Heat 


Activator. This method of activating sole attaching cement provides a stronger 
initial bond by evaporating the solvents within the cement. It eliminates the 


need of applying solvents! 
This is another case where Supergrip will help you to achieve and maintain 


better sole attaching. 


UNITED SHOE MACHINERY CORPORATION, BOSTON, MASSACHUSETTS 











IT’S ALWAYS “OPEN SEASON” 


FOR PROFITS WITH BASS 
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Rout, Tr e-ettes 


Men’s shoes look better, sell better when 
attractively formed with Fairy Form Tre-ettes. 
Made of lustrous, resilient Fairylite, 





BASS WEEJUNS . . . You profit with 
hand-sewn Weejuns, the original indoor- \ 
outdoor leisure footwear, because there's \ 
never been a change in the original Bass 

policy — “to build the best possible shoe 


Tre-ettes are rich-looking and snug fitting — 
easy to insert and economical to use. Avail- 
able in any two-color combination of maple, 
mahogany or solid black finish with nickel 
knobs. For best results, use with M-61 fore- 





for its purpose.” 


BAS. 


New York Office: 





6358 





OUTDOOR FOOTWEAR 
WETON, MAINE 
Marbridge Building 


QUAIL HUNTERS ~ SKI BOOTS - SPORTOCASINS 





part forms. 
Write today for Bulletin 263B and prices. 























Begins Second Century 


Of Shoe Retailing 


WALTHAM, Mass.—Without fanfare 
of any kind, the retail shoe store oper- 
ated at 39 Moody Svreet, Waltham, 
Mass., by Rufus Warren & Sons, has 
begun its second century of service to 
the public. 

The firm was founded in the late Fall 
of 1847 by Rufus Warren, grandfather 
of the present proprietor of the same 
name. The elder Rufus not only sold 
shoes but made them and, as the busi- 
ness expanded, took into partnership 
his two sons, Clarence H. and Charles 
R. Warren. 

In addition to well-known statesmen 
and business men, the company num- 
bers among its former customers Tom 
Thumb, famous Ringling circus mid- 
get. On Oct. 27, 1847, store records 
show, a pair of men’s custom made 
boots of calf leather was sold for $3.25. 





Shoe Firm Moves 
Headquarters to New York 


New YorkK.—David Kay Shoe Com- 
pany has moved its headquarters from 
3436 South Broad Street, Trenton, New 
Jersey to 225 West 34th Street, here, it 
has been announced. 

The move was made because expan- 
sion of the company necessitated larger 
quarters. The firm operates a chain 
of six retail stores in the East. 
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Shoe Department Featured 
In Women’s Specialty Store 





In the remodeling of Shultz's, women's 
specialty store in Evansville, Indiana, the 
shoe department was given a prominent 
position near the entrance lat left rear 
in photo). Not seen in the photograph 
are shoe displays in open frames, clear- 
ly visible from the stairway to the sec- 
ond floor. The shoe department was 
given individuality with a pale grey, 
pastel pink wall paper with a silver 
stripe. Morris Lapidus, of New York, 
was the architect. 


Marott’s Pleases Kids with 
Recorded Santa Claus Talks 


INDIANAPOLIS, IND.—The Marott shoe 
store, 18 East Washington Street, is 
first in Indianapolis to record spontane- 
ous conversation between Santa Claus 
and happy youngsters. 

Some 175 records were made the first 
day the plan went into operation. The 
chatter between Santa and the child 
has a maximum time limit of 2% 
minutes, and is recorded on a 6% inch 
unbreakable, aluminum-base _ record 
which is ready to carry away in little 
more than a minute after the recording. 

On the reverse side of the record is a 
biblical story, “The First Christmas.” 

Each child must be accompanied by 
an adult. A. L. Cox, secretary and ad- 
vertising manager, anticipates 7500 re- 
cordings by Dec. 20. 


Bakke & Son Mark 75th Year 


ONAWA, IowA—The 75th year of op- 
eration in this city was marked re- 
cently by the Bakke & Son shoe store. 

The building which the firm now oc- 
cupies was built by Edward Bakke in 
1882. Oscar Bakke, son of the founder, 
is the current head of the firm, and, 
with his son, Clarence, is carrying on 
the long and prosperous tradition of 
the company. 
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Mourn Death of Albert Gude, 
Los Angeles Shoe Merchant 
[CONTINUED FROM PAGE 63] 


Born in Birmingham, Ala., Mr. Gude 
came to Los Angeles in 1895 and shortiy 
afterwards became a retail shoe sales- 
man. He learned the business rapidly 
and in 1903 opened his own men’s shoe 
store. Soon he owned three shoe stores 
in the downtown Los Angeles region, 
featuring both men’s and women’s 
tootwear. 

In 1932, Mr. Gude closed all of these 
stores to open the present store at 422 
West Seventh Street, a seven-story 
building with five selling floors. In 
1939, he opened another store in Pasa- 
dena. Expanding further, he opened 
leased departments in Coulters Dry 
Goods Company, Los Angeles, Leiberg’:, 
in Alhambra and Phoenix. In 1943, an 
entire floor of the Gude’s store in Los 
Angeles was given over to a ladies’ 
ready-to-wear department and it scored 
an outstanding success. 

Among the many shoe men who paid 
tribute to the late Mr. Gude was Phil 
Mashburn, buyer of women’s footwear, 
who said, “Al Gude was one of the best 
loved men in the shoe business. I know 
of no man that the trade and his em- 
ployees respected as much. I consider 
him one of the most outstanding mer- 
chants ever produced in the shoe busi- 
ness. 

Mr. Mashburn added that Mr. Gude 
was “completely wrapped up in his busi- 
ness, which was his life,” and that he 
was one of the hardest-working men he 
had ever met. “I think he has left a 
business and a reputation that will 
stand as an everlasting tribute to his 
enthusiasm, sense of fair play, and his 
belief in progress.” 


USMC Denies Charges 
In Anti-Trust Suit 


[CONTINUED FROM PAGE 63] 





them available to even the smallest shoe 
manufacturer, who would otherwise 
have been obliged to raise a large 
amount of capital even to start his 
business. In few industries is business 
open to so many small manufacturers 
on such easy terms, with as little in- 
vestment, as in shoe manufacturing. 

“This company has maintained at 
great expense a research department 
which has continually made important 
inventions and improvements relating 
to shoe machinery. The excellence of 
the machinery now used in hundreds of 
shoe factories is due in no small mea- 
sure to the research and development 
work of this company. 

“The management of this company 
has never knowingly violated any pro- 
vision of law. It has never combined 
or conspired to restrain trade or to 
monopolize any business. 

“For a period of 30 years there has 
been no charge by the government that 
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He profits most who benefits the customer the most. The 
opinions of millions have been gauged, with the result 
that we know the wants of people in respect to shoes, are 
best served by all-leather shoes. Style, Comfort, Wear is 


KISTLER SOLE LEATHER 
The Balanced Bark Tannage 
For Men's, Women's and Children's Shoes 
is used for shee bottoms. Every hide we process is slo- 
tanned, which means thoroughly tanned. And that is a big 
step in producing a distinctive and desirable quality of 
sole leather. “It makes any shoe a better shoe,” therefore 
one that wins trade, improves profits, and builds prestige. 


Write for the names of lines featuring it. 
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the company has in any way violated 
any law. But it now seeks to compel 
the company to make changes in its 
organization and in its leasing policies, 
and condemns forms and practices of 
leasing which the courts have previous- 
ly upheld, The company will, of course, 
take all proper measures to defend the 
suit.” 

The Justice Department listed three 
main objectives of the suit, namely, 
to: 

1. Compel the corporation to sell all 
its plants used in the manufacture of 
shoe factory supplies and some of its 
plants mnaufacturing shoe machinery 


and tanning machinery. 

2. Compel the corporation to offer to 
sell its machinery to shoe manufactur- 
ers instead of only leasing it. 

3. Compel the corporation to make 
available to its competitors all patents 
and “know-how” relating to shoe ma- 
chinery. 

An announcement from the office of 
the Attorney General in Washington 
said that the corporation manufactures 
more than 90 per cent of most of the 
important types of shoe machinery 
“and is the only company in this coun- 
try which can completely equip a shoe 
factory with all necessary machinery.” 
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For Sales Impelling... 


POINT OF PURCHASE DISPLAY 


Use the 
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De Witt Children’s Shoe Shop Modernizes 
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THE SHOE DISPLAY DE LUXE 


“Dumb Clerk” does a mammoth 
job of selling at point of purchase. 
Holds shoes in attractive posi- 
tion, either on walls or extended 
from shelves. It's a beauty! Inex- | 
pensive, too! It will pay salesmen 
to write for territories and prices. 
Shoe dealers write for information. 


DumB CLERK. 


C. M. BYE, Mgr 
OSSEO, WISCONSIN 








/TWARNING! Sear 


' Infra- Cuem™ TRANSPARENT SHADES 
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*Iufna- Chem is our exclusive process, patented and 


secret, which gives your displays far greater sun protection 
than any other shade previously on the market! 
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| , SHADE CO. 
501 N. Ficveroa St., Los Angeles 12, California 
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NO OTHER SUN SHADES 


WRITE FOR FREE 20 PAGE BOOKLET 


Address Transparent Shode Co., Box 2135-85 
Terminal Annex, Los Angeles 54, California 
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See us at Philadelphia Show, January 25-27, Ben Franklin Hotel, Room 378 


SURREY FOOTWEAR, Inc. 


143 DUANE STREET 


ROMAN SANDALS 
ARE BACK 


Leather Soles and Leather Counters 
CONSTRUCTION—D WIDTH 


260 2-4 (White Elk) $!. 
261 #A-6 (White Elk) 2.1 
262 6/2-9 (White Elk) 2.60 
263 2-4 (Patent Leather) 1.85 
264 4-6 (Patent Leather) 2.10 
265 6/,-9 (Patent Leather) 2.60 
In Stock for At Once Delivery 
. From 1 Pair to a Thousand 


NEW YORK 13, N. Y. 














The new children's shoe shop of J. R. de Witt, of Chicago, is modern, spacious 
and efficiently designed. The three sections of the store, set off by angled walls 
(the right wall in photo), are teen-age, intermediate and “tots”, ail with con- 


cealed stock directly behind each department. 


Note the loudspeaker system, 


which plays nursery songs, etc., installed above the dropped ceiling on the left. 


Cuicaco, Itt. — The first children’s 
shoe shop which J. R. de Witt opened 
in Chicago was located at 1205 Devon 
Avenue in August of 1933. Four years 
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later he opened a second shop on the 
city’s south side and since then has 
added two more, one in Evanston and 
another in Suburban Winnetka. Last 


September, after doing 14 years’ busi- 
ness “at the old stand,” the first and 
original de Witt shop moved to new 
quarters just around the corner. The 
new modern store is now located at 
6350 Broadway within easy shopping 
reach of the large residential areas 
of Edgewater and Rogers Park. 

Although the new location has only 
a 24-foot frontage, the arrangement of 
its broad, street window and off-set, all- 
glass door is such that one gains the 
impression of great spaciousness. The 
length of the store is divided into three 
individua! but connecting units in each 
of which a distinct classification of 
footwear is sold. 

Fronting on the street is the teen- 
age section, its gay wallpaper depicting 
colorful Mexican dancing figures. Acces- 
sory and display case, backed with tiers 
of drawers for hosiery, separates this 
division from the “Children’s Centre” 
in the middle of the shop. Finally, a 
wide doorway at the end leads into the 
“Tots’ Room” where the curving back 
wall is outlined with blue leather set- 
tees built into the wall. Each of these 
shops within a shop has its own stock 
room directly back of its own section, 
a feature which saves the salesman 
both footwork and time. 

There is a loudspeaker system 
through which are played recordings 
of a great variety of nursery rhymes, 
songs, and stories familiar to all ages 
of children. 
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Financial 
Statements 


International Shoe Sales Up 
57 Per Cent Over 1946 


Sr. Louts, Mo. — The International 
Shoe Company has announced net sales 
totaling $212,000,000 for the fiscal year 
ended November 30. This amount, the 
greatest annual dollar volume in com- 
pany history, represented an increase 
of $77,000,000, or 57 per cent, over the 
previous fiscal year. 

The company’s factories manufac- 
tured 54,000,000 pairs of shoe during 
the year. This was an increase of 14 
per cent over 1946. United States Bu- 
reau of the Census reports show the 
production of the industry as a whole to 
be off 16 per cent for the first eight 
months, as compared to last year. 


Brown’s 1946 Sales 
Highest In History 


Str. Louis, Mo. — The 69th annual 
statement to stockholders of the Brown 
Shoe Company, for the fiscal year ended 
October 31st, shows sales amounting to 
$76,020,630.65, “the largest in both dol- 
lars and pairs in the history of the com- 
pany,” according to the letter to share- 
holders of John A. Bush, president. Net 
sales for the previous year were $54,- 
966,265. 

Net income of the company was $2,- 
607,068, as compared to that of 1946 of 
$2,513,889. Current assets were placed 
at $28,778,007.70 and current liabilities 
at $8,164,202.33, a ratio of 3.52, as com- 
pared to a ratio in 1946 of 5.07. 

“With high prices continuing,” said 
Mr. Bush, in part, “it seemed only 
prudent to set aside from this year’s 
earnings one million dollars to further 
increase ‘Inventory Reserve,’ which now 
totals three million dollars.” 


Annual Report of A. C. 
Lawrence Shows Earnings Up 


Peapopy, Mass.—A. C. Lawrence 
Leather Company, Peabody, has re- 
ported net earnings for the fiscal year 
ended Nov. 1, 1947, totaling $2,307,384. 
This compared with $1,435,144 for the 
previous year. 

Sales for the year totaled $53,661,- 
215, an increase of 53.9 per cent over 
the previous year. 

Harold N. Goodspeed, president, said 
in his report to shareholders that prices 
of hides, skins and leather are all on a 
“dangerously high level.” 

“Until prices are more nearly nor- 
mal, we expect to operate with great 
care, buying only what we need and 
selling at prices which we consider fair 
to all concerned. Present high prices, 
if continued, may seriously affect vol- 
ume. 
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pre-war basis 


| Wr: resumed our Stock Depart- 
ment and, once again, you can 
| order Daniel Green Comfy Slippers 
| by mail. As usual, you will undoubt- 

edly want to place the bulk of your 
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slipper that's gained in 
popular appeal with every year. 


Plan yo 


around Daniel Green 


fyll colo 


Lili We have 21 dashing new 
styles, every one os smart 
and exciting as this fost- y 


1948 order with our salesman. But, 
if your shelves are bare, we'll do 
our best to meet your needs 
promptly and accurately, direct 
from our factory in Dolgeville. 






moving slipper. 


COMFY SLIPPERS 


fomous, Since [§§P 
Displays 


ads! In gorgeous 


‘aq national magazines. 





Those Days Are 
Gone Forever 


LARAMIE, Wyo. — With rising shoe 
prices occupying the limelight today, an 
advertisement of the American Bargain 
House, now defunct, in the Weekly 
Sentinel, also defunct, in 1885, carries 
considerable interest to the shoe trade. 
Under the caption, “What One Dollar 
Will Buy,” the ad listed one pair girl’s 
school shoes, one pair boy’s school 
shoes, one pair gent’s heavy working 
shoes, one pair lady’s buttoned shoes, 
one pair gent’s Christmas slippers. 


Edison Bros. Sales Up 
Seven Per Cent in November 


St. Louis, Mo.—Edison Bros. Stores’ 
consolidated net sales amounted to 
$5,740,404 for the month of November. 
This compares with $5,378,495 for No- 
vember, 1946, an increase of $361,909 
or 6.73 per cent. 

For the 11 months ended Nov. 30, 
sales amounted to $62,878,784, as com- 
pared with $58,431,642 for the same 
period last year. This is an increase 
of $4,447,142 or $7.61 per cent. 
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Egg Whistle No. 139 


etc., etc. 


— 


ties, Souvenirs, Birthday Gift Spe- 
cialties, Premiums and Give-Aways. : 


In addition to the hundreds of toys and novelties which 
we have available for you all year ‘round, we have 
several special numbers, specifically aimed at your 
Easter trade: Egg Whistle, our famous Dancing Rabbit, 
our Paper Bunnies and Eggs as well as Easter Chicks, 


HEADQUARTERS Since 190! for 
Good-Wili Creating Toys, Novel- 








Our salesmen are start- 
ing out now to call 





Assorted Paste! Colors 





Tom R. Swanton, for the past eight 
years a representative of Knipe Broth- 
ers, Inc., in New York and Pennsy]l- 
vania, has joined the sales force of the 
Gardiner Shoe Company, of Gardiner, 
Me. Mr. Swanton will cover the same 
territory as during his previous con- 
nection and will carry both men’s and 
women’s shoes. 

- ~ . 

Rex Dickinson has announced to the 
trade the severance of his connection 
with the Burns Cuboid Company, Santa 
Ana, Cal. Mr. Dickinson will reveal 
his plans for the future at a later date. 

q 7 * * 

Francis B. Mooney, associated with 
the Modern Shoe Store for 47 years and 
for many years manager of the store 
at 178 South Main St., Fall River, 
Mass., was given a testimonial dinner 
recently at Luke’s Lodge to honor him 
on his approaching retirement. The 
banquet was given by employees of the 
store and representatives of several 
shoe manufacturing companies in the 
New England area. Albert G. Girard, 
assistant manager, who will succeed 
Mr. Mooney as manager of the store, 
was master of ceremonies. 

” . ” 

Ernest C. Blackwell of Rochester, 
N. H., former manager of the shoe 
counter division of the Spaulding Fibre 
Co., Inc., and Mrs. Ora M. Ennis of 
Erie, Pa., were married recently. 

* > *. 

George Mulcahey, formerly associated 
with the Morton Shoe Store, West War- 
wick, R. I., has been appointed man- 
ager of the Colt Shoe Company of 
Providence, R. I., succeeding his father, 
the late Edward Mulcahey. 

7 . > 

Al Goldstein, New York sales repre- 
sentative for the Freeman Shoe Corpo- 
ration of Beloit, Wis., manufacturers of 
men’s shoes, has announced the opening 
of a new office and showroom in the 
Marbridge Building, New York City. 
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THE Lederer 


39 West 19th St... N.Y. 11 


on you with the full 
INDUSTRIES, Inc. line, but meantime, 

send for our new | 
catalogue. 








About Shoe People 


Sales records hung up by two of the 
Plymouth Shoe Company’s salesmen— 
one a comparative newcomer to the or- 
ganization and the other a veteran in 
this field—have brought them executive 
commendation. 

Trenton H. Ennis, who has just com- 
pleted his first year with Plymouth 
after service in the Navy, is the son of 
another Plymouth salesman, H. H. 
Ennis, who represents the company in 
Alabama and Mississippi. The son, who 





TRENTON 
ENNIS 


lives in Dotham, Ala., covers the states 
of Georgia and Florida. 

E. H. Lewis, with Plymouth for more 
than ten years, since quotas went off has 
booked several times the allotment he 
was given to sell. His home is in Tar- 
boro, N. C., and his territory, the states 
of North and South Carolina and Vir- 
ginia. 


E. H. 
LEWwis 


7 a * 

W. R. (Bill) Bellinger, long asso- 
ciated with Greenville, Texas, shoe 
departments, has been named manager 
of the shoe department of the E. S. 
Levy store, in Galveston, Texas. 

~ - * 

J. Henry Averill, of Henry Averill 
Shoes, Columbia, S. C., has been elected 
to the board of directors of the Colum- 
bia Merchants’ Association. 

* * > 


Dave Kessler has been named buyer 


for the downstairs women’s shoe depart- 
ment at Stix, Baer and Fuller, depart- 
ment store in St. Louis, Mo., and Ken- 
neth Kearney has taken over the duties 
as assistant buyer. Art Bryant, for- 
merly buyer for the downstair’s women’s 
shoe department, has left the store to 
travel the west coast territory for the 
American Girl Shoe Company. 
7 7 = 

Ronald Tanner has been appointed 
manager of the shoe department at 
Fifield’s, 22 Otsego Street, Ilion, N. Y. 
A veteran of World War II, Mr. Tanner 
recently managed stores in Oneonta 
and Auburn. 

* . - 

Albert Levy has opened a shoe store 
in Atlanta, Ga., in the heart of the 
theatre and specialty shop district. Prior 
to the war, Mr. Levy owned a chain of 
stores in the Carolinas and during the 
war engaged in shoe jobbing. Albert 
Kleinman, who has had retail shoe ex- 
perience in New York, St. Louis and 
New Orleans, is the manager of the 
new store. 

> * *~ 


James T. Gormley of the Day-Gorm- 
ley Leather Company, Boston, was re- 
cently awarded the James E. Downey 
medal at the annual reunion of alumni 
of the Boston High School of Commerce. 
Mr. Gormley graduated from this school 
in 1908 and, in the language of the cita- 
tion, “for the past thirty-nine years has 
maintained a constant and devoted in- 
terest in the school and the Alumni 
Association with a compelling motive of 
making it a still more useful instru- 
ment in business life.” The medal is 
presented annually to the graduate 
whose work in behalf of the school has 
been outstanding. 


* = * 

Harry A. Jones, sales representative 
for Weyenberg Shoes, has been elected 
secretary-treasurer of the Ak-Sar-Ben 
Men’s Apparel Club of Omaha, Neb. He 
has been secretary of the MAC’s for 
the past two years. 
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Obituaries 


Arthur Jenks 


MANCHESTER, N. H.—Arthur B. 
Jenks, head of the F. M. Hoyt Shoe 
Company here for 25 years, died at his 
home December 14 after a month’s ill- 
ness. 

Elected to Congress as a Republican 
representative in 1936, by a margin of 
550 votes, Mr. Jenks served all but six 
days of his term when a recount of 
votes gave his former Democratic op- 
ponent, Alphonse Roy, the seat. In 
1938, Mr. Jenks defeated Mr. Roy by 
9,000 votes for the same Congressional 
seat. 

Surviving are his widow, Mrs. Marie 
Jenks, and two sons, Chester Jenks, of 
Manchester, and Harvey Jenks, of 
Boston. 





Frank Sautter 


Utica, N. Y.—Frank Sautter, 78, 
president of C. Sautter Sons, Inc., shoe 
merchants, died recently in his home 
after an illness of a year. 

Mr. Sautter was born here in 1869 
and was educated in local schools and 
at Utica Business College. He later 
joined his father in the family shoe 
business, 114 Genesee Street. He had 
been active in the business since. 

A bachelor, Mr. Sautter is survived 
by two sisters and a brother. 





Samuel Norman Otto 


WASHINGTON, D. C. — Samuel Nor- 
man Otto, 56-year-old men’s shoe buyer 
of the Hahn Shoe Stores, jumped to 
his death from the Massachusetts Ave- 
nue bridge, here, on December 12. A 
certificate of suicide was filed in the 
coroner’s office. 

Mr. Otto, a resident of the District 
of Washington for 29 years, left a note, 
addressed to his wife, his son and his 
employer, Gilbert Hahn, which gave no 
clue to the motive for the tragedy. Mr. 
Otto’s wife said he had not appeared 
depressed or in ill health, and officials 
of the shoe firm said he was efficient 
and secure in his job. 

He is survived by his widow, Lucille 
W.; his son, Eugene, 30; two brothers, 
Rollin and Forest Otto, and a sister, 
Mrs. Dianna Moog. 





F. W. Taylor 


ROcHESTER, N. H.—Word has been 
received here of the death of F. W. 
Taylor, 76, well known in the shoe in- 
dustry, in Lakeland, Fla., where he and 
Mrs. Taylor had gone to spend the 
winter. 

Mr. Taylor, a native of New Bruns- 
wick, was connected with the United 
Shoe Machinery Corporation for many 
years. Later he was associated with 
the Davis Boot and Shoe Company in 
Richmond, Va., before returning to 
United Shoe. - 
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Besides the widow, he leaves a 
daughter, Mrs. Eva M. Guild of Roches- 
ter, and a sister, Miss Laura G. Tay- 
lor of Santa Barbara, Calif. 





Mrs. Lila Husted 


Detroit—Mrs. Lila Husted, 84, own- 
er of the Health Spot Shoe Shop at 37 
East Grand River Avenue, died in De- 
cember. She took over the business fol- 
lowing the death of her husband, Dr. 


John W. Husted, in 1942. In recent 
years she was recognized in the down- 
town district as the eldest of Detroit’s 
active business women. 


J. Charles Renner 


HUNTINGTON, IND.—J. Charles Ren- 
ner, 78, for many years owner and 
operator of a shoe store here with his 
brother, James, died at his home after 
a long illness. He is survived by the 
widow. 
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IT'S JUST 


2 MONTHS 


TIMED RIGHT, 


The future of Shoes and Leother, 
their manufacture and distribution, 


Ring these three days on your Janu- 





‘TIL EASTER 


STREAMLINED 


FOR MORE EFFICIENT BUYING 


34TH ANNUAL 


M. A. S. R. A. 
CONVENTION 


and 


SHOE MART 
JANUARY 25-26-27 ‘48 
HOTEL BENJAMIN FRANKLIN 








will be discussed by a group of 
outstanding trode personalities 
during the importent luncheon 
meeting. 






IRVING On.e8s, Exec. V-Pres., Tan- 
ners Council of America 
w. aw. STEPHENSON, Exec. V-Pres., 
ational Shoe Mfrs. Assoc. 
HAROLD QUIMBY, Sec’y National 
Shee Mfers. Assoc. 
ogones oath HESS. Pres. National 


Shee 
LEE LANGSTON. ‘con. V-Pres., Na- 







ary calendar today! Plan to be with 
the host of other enterprising retailers 
who will make this '48's first big buying 
show. This can be the biggest year ever 
for shoes at retail, but it requires in- 
telligent planning, buying and selling. 
You will find a world of help and in- 





tional Shee Retailers Assoc. 
agree KAUFMAN, V-Pres. & 
Director Gimbel Bros., Philadelphia 





Britain Plans Boot and Shoe 
Training Program for Youth 


LonDOoON—New training schemes, 
claimed by the industry to be revolu- 
tionary in their scope, have been ad- 
vanced by the boot and shoe industry in 
Britain for the continued training of 
boys and girls to a standard not pre- 
viously achieved. Behind this scheme 
is the industry’s Joint Industrial Coun- 
cil, composed of representatives of em- 
ployers and employees. 

The scheme, linking the industry, its 
technicians, and the Government, will 
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spiration in all three at the 


34TH CONVENTION AND SHOE MART 


MIDDLE ATLANTIC SHOE RETAILERS ASSOC. 


Cal J. Mensch. Sec’y- Treas. * Cedar 5148 - 1429 Sheffield St., Pittsburgh 12, Pa. 








be administered by a newly-established 
National Joint Recruitment and Train- 
ing Council. 

Young operatives from school age up 
to, but not exceeding, 18, are trained by 
this scheme, which is designed to pre- 
pare them for modern factory condi- 
tions and the wide range of complex 
machinery, for most of which a high 
degree of operative skill is required. 

This nationally-planned scheme will 
ensure that young entrants continue 
their general education in addition to 
gradually initiating themselves into the 
technical aspects of the trade. 


Chicago Travelers 
Elect Officers 


CHICAGO, ILL.—At the annual elec- 
tion of officers of the Shoe Travelers’ 
Association of Chicago, held at a lunch- 
eon meeting December 26 in the Hotel 
Morrison, Jack Walsh was made presi- 
dent of the organization for the com- 
ing year. Joe Messner was elected vice- 
president and Jean Bailey, secretary 
and treasurer. 


Atkins on Advisory Committee 
of Store Modernization Show 


New YorK.—Edward Atkins, execu- 
tive secretary of the National Associa- 
tion of Shoe Chain Stores, has been ap- 
pointed to the new advisory committee 
of the Second International Store Mod- 
ernization Show to be held at the Grand 
Central Palace, here, July 6-10, 1948, 
it was announced recently. 

Managing director of the show, John 
W. R. Evans, said the exhibition will 
feature displays of the latest techniques 
of store exteriors, interiors, mechanical 
and merehandising equipment and other 
related modern methods of the modern 
shoe store. In addition to the many 
exhibits, all phases of store moderniza- 
tion will be discussed at the Clinic ses- 
sions, which will include talks on mod- 
ernization of shoe stores by outstand- 
ing architects and leaders in the field. 





Buying Only in Special Lines 
At Unscheduled Michigan Show 


DeTRoIT, MicH.—General reluctance 
to buy characterized the December Shoe 
Show sponsored by the Michigan Shoe 
Travelers Club at the Hotel Statler. 
The event was an organizational “or- 
phan” in that no show was originally 
scheduled for December and the de- 
cision to hold it was made at the last 
minute. Despite that fact, attendance 
was good. 

This was not true, however, in men’s 
shoe lines, with demand here very brisk 
because of the continuing scarcity of 
supply—although the situation has 
eased up a great deal from a few months 
ago. There was also a prevailing 
scarcity in children’s and misses’ shoes. 

Demand was strong in both sports 
and casual shoes for women. 

Heavy buying is anticipated at the 
January show, which will be held un- 
usually late, on the 11th to 13th. 





Only the number of entrants that can 
be absorbed as skilled adult workers 
will be admitted, thus avoiding any 
dead-end jobs. Training of these young 
operatives will begin with a tour of the 
factories. 

Until reaching the age of 18 they 
will receive a thorough training in the 
selected department. One day each 
week wil] be set aside for the trainee 
to attend a technical colleze. 
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Notice tees 


Mr. Shoe Manufacturer - - - Mr. Shoe Buyer 


Certain insole bindings are offered with a piece of tape attached which infringes our 


ANCORBOND PATENT 


NO. 2,154,135 


You will want to respect our patent. It is our intention to 
rigorously protect our rights. 


ANCORBOND BINDING 
Sold exclusively by MAYNARD H. MOORE, JR., INC. Stoneham 80, Mass. 





pooaw CUT fer Golfers/ 








FOR- FIRST STEPPERS 


ALL LEATHER PRE-WELT CONSTRUCTION 








FREE! 


Three-dimensional counter display 
with minimum facto : 


of one dozen! 
Dealer & Jobber inquiries Invited — Write to — 


THE PARCLEAT CO. 





3048 Rodman St., N. W., Washington 8. D.C 


Orman to Represent Juvenile 
Shoe Corporation 





OSCAR C. ORMAN 


Str. Louis, Mo.—Chester F. Reith, 
president of the Juvenile Shoe Corpora- 
tion of America has announced the ap- 
pointment of Oscar C. Orman as sales 
representative in the states of Michi- 
gan, Ohio, Indiana and Kentucky ef- 
fective in January, 1948. Mr. Reith 
stated that Mr. Orman will handle all 
four of the Juvenile lines. 
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AS YOU NEED 


i43 Duane St., 





216 2-4 Moc. Vamp $1.60 2 
213 1-4 Plain Toe Vamp. 1.55 “ 4 
ALWAYS IN-STOCK FOR ie ' 
IMMEDIATE DELIVERY—ORDER ; 5 


AS MANY OR AS FEW PAIRS 


SURREY FOOTWEAR, nc. 


New York 13, N. Y. 











Mr. Orman has served for the past 
eighteen months as secretary of the St. 
Louis Shoe Manufacturers’ Association. 
In this position he has been particular- 
ly interested in the launching of the 
Washington University course in shoe 
designing, the improvement of labor 
relations in the St. Louis shoe industry, 
and the development of St. Louis as a 
leading shoe market. 

Previously, Mr. Orman was engaged 
in university teaching and library work 
at Washington University in St. Louis, 
University of Chicago, and University 
of Washington in Seattle. An attorney, 
he has written many articles and books 
on subjects of a legal and educational 
nature. 

During World War II, Mr. Orman 
served as air combat intelligence officer 
in the Navy and saw duty in the Pacific. 
He was born in Cambridge, Mass., in 
1912, is married and has four children. 


First Outlet in Kansas City 

Kansas City, Mo.—The first Dr. 
Scholl’s Foot Comfort Shop to appear 
in Kansas City, Mo., opened in Decem- 
ber at 1021 Grand Avenue. Special 
shoes and foot remedies for men and 
women are handled at this new store. 
C. E. Bentley is manager. 


Display Converts Shadow 
Boxes to “Gift Boxes” 


RocHEsTeR, N. Y.— Shadow boxes 
were converted into “gift boxes” in a 
clever display treatment in the shoe 
department of McCurdy & Company, 
Rochester, recently. 

The front of each of the recessed 
shadow boxes was covered with holiday 
wrapping paper, after the shoes to be 
shown were set up in the box. Wide 
red ribbons crossed the upper right and 
the lower left corners. Then the inside 
section of the wrapping paper was cut 
out in rough fashion, as if the “gift 
box” had been broken open for exami- 
nation. 


Shoe Department 
Takes Over Store 


CHARLESTON, W. Va.—Management 
of Arnold’s shoe department, 236 Capi- 
tol Street, recently issued the following 
statement: “Expansion of our rapidly 
growing business forces us to take over 
the entire store at 236 Capitol Street, 
our present location, for shoes. Re- 
modeling, of the latest design, will 
start Jan. 1.” 
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New SHoeE SHELVING INVENTION! 
Provides 20% to 40% More Stock Space 





PAT. PENDING 


Anybody can set up Semco Shelving for the average shoe store with a screw 


SPEEDS UP CUSTOMER 
SERVICE — SAVES | 
SALESPERSON'S TIME! | 


SHELVES ADJUSTABLE 
VERTICALLY TO FRAC- 
TION OF AN INCH! 


SHELVES ADJUSTABLE 
IN DEPTH TO ANY 
SIZE SHOE CARTON! | 


. 
Designed and invented 
by Nationally Known 


Merchandising Architect 
—H. C. MOORE. 


driver in a jiffy. Beautiful satin finish aluminum shelf, facing, base and cornice. | 
Requires no painting or maintenance. Each shelf is removable as tray and > 
interchangeable, making possible quick stock shifting. Made in units 4' wide 


by 14!/," deep by 7° 2" high—$19.50 per foot (FOB factory). 
> Order Now for Prompt Delivery. 


opt, 


21st & WALNUT STS. 


Sanitary Eguigment Mig. CO... Mune 






ST. LOUIS 3, MO. 





Harry Harris Heads 
Pennsylvania Shoe Travelers 


PitTsBuURGH—The Pennsylvania Shoe 
Travelers’ Association held a luncheon 
December 13 at William Penn Hotel, 
here. The occasion was the annual elec- 
tion of officers for 1948. The following 
were elected: President, Harry Harris, 
Edgewood Shoe Co.; vice-president, 
Max H. Katz, M. J. Saks Shoe Corp.; 
secretary-treasurer, Joseph Harris, 
Marion Shoe Division. 

The Board of Directors includes 
George H. Hutchins, Freeman Shoe Co., 
chairman; Jack R. Levy, Friedman 
Shelby Shoe Co.; J. L. Valego, Endicott 
Shoe Co.; Lewis Manheim, Cortell Shoe 
Co.; R. L. Carl, L. B. Evans’ Sons Co. 

Arrangements have been made for 
the Fall shoe show which will be held 
in Pittsburgh—at the William Penn 
Hotel, May 8 to 11. The committee in 
charge of publicity consists of George 
H. Hutchins, Goodman Yorkin and 
Philip Landish. Jack R. Levy is in 
charge of entertainment. 


Pacific Coast Shoe 
Travelers Disband 


San FRANcisco, CAL. — In a letter 
to the membership of the Pacific Coast 
Shoe Travelers’ Association, president 
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Walter E. Blatt and secretary Saul 
Berner advised that the association was 
being liquidated, the assets of the asso- 
ciation divided up among the remain- 
ing members, and recommenred that 
the members join the West Coast Shoe 
Travelers Associates. This latter step 
would give the members protection for 
their travelers insurance and affiliate 
them with a strong organization. 





Ohio Travelers To Open 
Permanent Headquarters 


CLEVELAND — The Ohio Shoe Trav- 
elers’ Club has recently set up tempo- 
rary headquarters at Room 737 Guar- 
dian Building, here, pending the 
opening in January of a permanent 
office at the Hotel Deshler Wallick in 
Columbus. 

Officers of the club for 1948 are: 
Richard Barnes, president; Bob New- 
comb, first vice-president; Burt Jack- 
son, second vice-president; Lester 
Abrams, secretary-treasurer. 

Elected to the Board of Directors 
for three years are M. C. Swan, E. L. 
Minor and Walter Skinner; for two 
years, Elroy Beil and Sam Grossman; 
for one year, Max Krause. Previously 
elected and continuing as members of 
the board are Harry Minor, Ray Ran- 
dall and Ira Longini. 


MASRA Shoe Mart 
To Be Biggest Ever 


PHILADELPHIA—President Stanley C. 
Berger, of the Middle Atlantic Shoe 
Retailers Association, announces that 
reservations already made indicate that 
the 1948 convention and shoe mart of 
Middle Atlantic Shoe Retailers Asso- 
ciation will be the biggest in the his- 
tory of the association. 

The event will be held at Hotel Ben- 
jamin Franklin, in Philadelphia, Janu- 
ary 25 to 27, inclusive. It will be the 
34th annual convention of the Middle 
Atlantic association and will be housed 
on the mezzanine floor, second, third, 
fourth, fifth, sixth, seventh and eighth 
floors of the big, centrally located hotel 
which has been the scene of so many 
successful MASRA conventions in years 
past. 

Headline speakers with a real mes- 
sage on the shoe trade outlook for 1948 
will address the opening noonday lunch- 
eon Monday, January 26. They will in- 
clude nationally known figures in the 
industry and in the retail field. 

Retailers planning to attend should 
make sleeping room reservations at once 
with the hotel of their choice. Secretary 
Cal J. Mensch, 1429 Sheffield Street, 
Pittsburgh 12, Pa., can supply a list of 
hotels and information. Detailed in- 
formation about the convention pro- 
gram will be published in the January 
15th issue of the RECORDER. 





Boston Shoe Club 
Holds Last 1947 Meeting 


Boston, Mass.— The 334th dinner 
meeting of the Boston Boot and Shoe 
Club, the last to be held this year, drew 
a record attendance to the Hotel Statler 
on the evening of Dec. 10. Entertain- 
ment was provided by professional ac- 
tors and actresses and by a full orches- 
tra. 

Chairman of the committee which 
arranged for this pre-Christmas affair 
was George Hamel of the L. H. Hamel 
Leather Co., of Haverhill. Presiding at 
the meeting was the club president, 
John E. Daniels, head of the John E. 
Daniels Leather Co., of this city. 





Add Juvenile Shoe 


Department 

GREENSBORO, N. C.—Meyer’s depart- 
ment store has announced the opening 
of a new juvenile shoe department in 
the basement. Grady Jones, manager 
of all shoe departments at the store, 
is in charge. 


To Establish Mississippi Outlet 


JACKSON, Miss.—Hanover Shoes, of 
Hanover, Pa., will establish a shoe store 
on Capitol Street here in the near 
future. 
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Here's concentrated advertising-energy at its best! 
Colorful hard-hitting pre-selling Bostonian advertising 
aimed at your best prospects—plus five point-of-sale 
tie-ins — for that extra point-of-sale punch! 

It's the first of 14 nationally advertised profit-packed 
Bostonian promotions to take place this season— 
backed by nearly 125 million reader impressions in 
LIFE—COLLIER’S—SATURDAY EVENING POST—ESQUIRE and 
NEWSWEEK—to assist Bostonian dealers to get their full 
share of the desirable men’s fine shoe business in 
their cities. Help yourself to a stake in this aggressive 
sure-fire merchandising program—today! 


Simply write BOSTONIAN SHOES, WHITMAN, MASS. 
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IN STOCK Sizes 4-9 


PLATELL 


SHOE CO., NEW YORK !3, N. Y. 


Exquisitely styled, richly made 


Available in White Sctin 
Ankle Strap $3.10 

White ond Silver Combin- 
ation $2.60 
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Three Exclusive Shoe Shops in 25 Years 





Full plate-giass windows, set in at a slight angle from the sidewalk, provide an 
open and distinctive entrance on one side of the corner Parisian Shop. Display 


ceases cre made an integral 


rt of the front by the casements of wide, chrome- 


finished metal strips. The other side of the store (not shown) has separate jewel 
case display windows adjacent to a similar entrance. 


PITTSBURGH, Pa. — The new Parisian 
Shoe Shop, Wood and Liberty streets, 
Pittsburgh, represents a retail outlet 
based on a firm conviction to present 
merchandise of quality. The store is the 
third unit of the Parisian Company in 
Pittsburgh. 

The location of this new store is in 
the area where large and small stores 
have invested heavily. It is not possible 
for any business here to prosper unless 
the investment can present a store that 
will fit in and command public attention. 

This new store is built along definite 
planned ideas: ideas which have grown 
with twenty-five years of business ex- 
perience. The company started in one 
store twenty-five years ago; at that 
time ‘the company’ was a one-man shoe 
store in the East Liberty district of 
Pittsburgh. 

The originator of this business is 
Sam Levine. He is still at the head of 
the company and not only does he man- 
age the business, directs all operations, 
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does all the buying of stock, but he 
also creates all the styles the units 
dispense to the public. He has main- 
tained and insisted on the same operat- 
ing system in each new store opened. 

The stores feature ladies’ shoes from 
$8.95 to $22.95, inclusive, including eve- 
ning slippers for every occasion. Some 
accessories are featured by the com- 
pany, such as bags and umbrellas, the 
latter to match shoes only. The cus- 
tomer is furnished free a durable gift 
box. This can be used for a long period 
because of the sturdy construction. 
Colors of the gift box are of black 
fabric with a red and white stripes lid. 
The box is conspicuous by the absence 
on the outside of advertisements. 

The shop is located on one of the best 
downtown corners and occupies about 
one-third of the street floor of a tri- 
angular building. Parisian invested 
$40,000 in this new unit of the chain 
and every feature of the store is of 
special design. Even the color scheme 


of the interior blends with the fixtures, 
displays and floor covering. There are 
two entrances to the store through 
heavy glass doors costing nearly $1,000 
each. 

Equipment used for the customer’s 
comfort is of special design. The chairs 
are constructed of molded plywood. 
They are not only attractive, but they 
are also unusual. Molded to fit the body, 
the backs are cupped to fit shoulder 
blades. Seat covers of the chairs are 
colored in pearl, olive green, yellow, 
rust red. A heavy rug, taupe in color, 
covers the entire floor. A draped ceil- 
ing, with a design cut like an artist’s 
palette, permits lights to be concealed 
and serves as means to give soft, effec- 
tive lighting over the whole store. For 
protection against fire, the store is 
equipped with sprinkler system. Sha- 
dow boxes in the walls display stock 
in picture fashion. 

The new store, rich in design, is a 
credit to this company and the firm’s 
head, Sam Levine. 





Sholem’s Celebrates 75th Year 


CHAMPAIGN, ILL.—William Sholem— 
founder of Sholem’s-in-Champaign, a 
shoe store which celebrated its 75th 
anniversary during the first week of 
December—ran away from home as an 
orphan to join the circus and, after 
years spent as a Wells Fargo stage- 
coach driver, Indian fighter and Texas 
rancher, was persuaded only by the 
prospect of marriage to settle down and 
open a shoe store. 

J. J. Sholem, representing the third 
generation of shoe men in the family, 
is now president of the firm, which, 
after 75 years of progress, occupies the 
entire first floor and basement of 8 
Main Street, Champaign, in its own 
building. Mr. Sholem, born at Paris, 
Tll., attended the University of Notre 
Dame and the University of Illinois. 

Sholem’s is considered the largest 
shoe store in Southern Illinois. A third 
remodeling within a little more than a 
year is planned for Summer of 1948, 
when the store front and first floor will 
be entirely modernized. 
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Birds of a Feather 





Th nature they “look alike”. In precision manufacturing United eyelets “are alike” 


to the point of exact duplication. Such accuracy assures smooth flow of work at 


the eyeleting operation, and uniform appearance in the finished shoe. 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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Washington Women’s Shop 
Features Shoes 


WASHINGTON—The shoe department 
of Marilyn’s Women’s Shop, in Wash- 
ington, has just celebrated its first 
anniversary. Mr. Oram, manager of 
the department, is pleased with the re- 
sults of the first year of operation and 
expects an even better future. 

Located on 14th Street between K and 
I Streets in the heart of a hotel and 
office area, Marilyn’s is the only store 
carrying women’s shoes between U and 
G Streets on North-South 14th Street, 
a distance of 13 blocks. 

One entire window of Marilyn’s three 
street displays is devoted to shoe dis- 
play. The shoe department itself is in 
the well-appointed downstairs section, 
pointed to, inside the store, by large, 
blue, lighted letters in a panel high on 
the rear wall, in the line of vision di- 
rectly opposite the store entrance. The 
indirect lighting from the ceiling has 
been cleverly adapted to assure notice 
of the sign and the stairway to the 
downstairs. This is done by means of 
a neon glass band, about a foot wide, 
running the entire length of the room. 
Centered as it is between the two walls 
of the room and ending over the stair- 
way, it carries the vision to the back 
of the room. 

Mr. Oram said that many customers 
have come down for shoes at the sug- 
gestion of the salespeople in the up- 
stairs departments. However, Mr. Oram 
does not rely on the apparel customers 
for his trade. He advertises regularly 
in three of the daily newspapers with 
excellent results. To build good will 
he makes it a practice never to refuse 
space in school yearbooks and other 
publications of local organizations. 
“This type of publicity is hard to 
evaluate,” stated Mr. Oram, “but we 
consider good will an important factor 
in a community.” 

Mr. Oram has been urging the near- 
by hotels to install shopper’s guide 
boards with names and locations of 
nearby reliable services, and is expect- 
ing the arrangement to be made shortly. 
With the large volume of tourists visit- 
ing Washington, such a guide is of real 
service to out-of-towners who want to 
do shopping. 

Marilyn’s handles a complete line of 
better shoes, emphasizing a shoe style 
for every taste. Prices range from 
$8.95 to $29.95. 

Marilyn’s shoe department is meet- 
ing the same price resistance that is 
being felt in the shoe trade generally 
in Washington. When ads are run on 
shoes, the response to shoes in the 
lower brackets is best. On the whole, 
the shoe business in Washington felt 
a lull in the pre-Thanksgiving period. 
Warm weather broken only by scat- 
tered days of exceptionally heavy rain 
has tended to postpone customary 
preparations for winter weather. 


Partners Open 
Albany Shoe Store 


ALBANY, N. Y.—Lewis Weisberg will 
be the partner of Charles I. Chenfeld 
of Pittsfield, in the new firm which will 
take over Cordell’s Shoe Store, 37 
Maiden Lane, on January 1. Mr. Weis- 
berg is now with another Albany firm. 

They will open the store about Janu- 
ary 15, after remodeling, under the 
name of Lew Charles Beautiful Shoes. 





Athan Shaka 


MANCHESTER, N. H.—-Athan Shaka, 
71, proprietor of the A. Shaka Shoe 
Store on Chestnut Street for about 40 
years, died recently at his home, 40 
Clough Avenue. 

He was a native of Greece and had 
been a resident of Manchester for 46 
years, being one of the first persons of 
Greek ancestry to locate in the city. 
He was a member of the Fourka So- 
ciety, Ahepa, and St. George’s Greek 
Orthodox Church, where the funeral 
was held. 

Survivors include the widow, Zella 
Bourbe Shaka; a daughter, Mrs. Gary 
Kappapoulus of Manchester; two sons, 
Capt. Napoleon Shaka, an instructor at 
the University of New-Hampshire, and 
James Shaka, a student at the same 
university; a brother and a sister. 





Plastic Shoe Display Form 
Marketed in New York 





Specially moulded to hold ankle straps 
securely and to enhance the style qual- 
itles of the shoe, these shoe display 
forms are shown in both an ankle-strap 
and heel-strap shoe. 


New York — A new shoe display 
form, made of a plastic material 
under special, low-cost production meth- 
ods, has been placed on the market 
by the Frankel Plastic Corporation, 
here. 

Constructed of a thickness which 
eliminates the possibility of collapsing, 
the plastic forms are non-inflammable 
and without apparent seams. A flexible 
feature in the arch of the form permits 
ready adjustment to the shape and 
width of the shoe. The form is moulded 
so that ankle-straps will not slip from 
the position in which they were ad- 
justed, and will fit both open and closed 
backs with equal precision. 
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Sandler of Boston Buys 
Beacon Hill Shoe Company 


Boston, Mass.—Jack Sandler, presi- 
dent of Sandler of Boston, has an- 
nounced the purchase of the Beacon 
Hill Shoe Company. The new name of 
the company will be the Beacon Hill 
Shoe Corporation. 

The interests of Esther Isaacson, 
widow of the late Leo Isaacson, head 
of the Beacon Hill Shoe Company, were 
acquired by the Sandlers and Jack 
Smith, general manager, who operated 
the factory along with Mr. Isaacson. 
William Hogan, of Lynn, formerly 
affiliated with Arthur E. Little and 
other leading shoe concerns, continues 
as superintendent. 





Joins Prima as Salesman 


CoLumsus, O.—Bob DeLong has 
joined the full time staff of Prima, Inc., 
salesmen, having the complete territory 
west of the Rocky mountains. Mr. De- 





BOB DE LONG 


Long’s headquarters will be in Glen- 
dale, Cal. He will have the complete 
Prima line of casuals, evening shoes 
and dance footwear line. 

Mr. DeLong previously traveled the 
mid-West with a line of women’s welts. 
His appointment by Prima is in line 
with the general expansion plans of 
the company. 


Neunuebel Sales 
Manager of San Loo, Inc. 


Sr. Louis, Mo.—Edward C. Neunue- 
bel has joined San Loo, Inc. as sales 
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manager. He formerly was sales man- 
ager and stylist of the Bourbouese Shoe 
Co. at Union, Mo., in which organiza- 
tion he also was one of the founders. 





NESLA Asks Law Change 
On Executive Manual Labor 


Boston, Mass. — In a brief filed 
with the Wage and Hour Division of 
the United States Department of Labor, 
the New England Shoe and Leather As- 
sociation has recommended modification 
of Federal regulations which now pro- 
vide that executive and administrative 
employes who do the same work as 
those under them for more than 20 per 
cent of the time shall be considered 
“non-exempt” employes and be given ex- 
tra pay for overtime. 


NESLA suggests that this per- 
centage be changed to 50, arguing that 
in many companies the executive and 
factory administrative staffs are so 
small that individuals must, of neces- 
sity, at times do work which in a larger 
eompany would be done by employes en- 
titled under the law to overtime pay. 


Executive vice-president Maxwell 
Field points out that the change recom- 
mended not only will reduce factory and 
general administrative expense in small 
companies, but also will permit such an 
executive, when occasion demands, to 
“pitch in and help with work being 
done by a subordinate employe” without 
losing his status as an executive and 
giving up such executive perquisites as 
“a stabilized annual salary, more liberal 
time-off, sick leave, vacation benefits 
and paid holidays.” 


Joins Staff of Milford Shoe 


MiLForp, Mass.—The Milford Shoe 
Company, here, has announced the ap- 
pointment to its sales staff of N. Baird 
Hart, of Elmhurst, Ill. Mr. Hart will 
cover the entire mid-Western territory, 
formerly serviced by Edwin H. Snow, 
who has assumed the territories in the 
Southwest and Pacific Coast. 

Mr. Hart has been engaged in the 
men’s shoe field during his entire 
career. Beginning with the Boyden 
Shoe Company, Newark, N. J., he went 
to Johnston & Murphy, for whom he 
spent 20 years as a traveling salesman. 
His resignation from Johnston & 
Murphy is effective Jan. 1, 1948. 


Gable Joins Casuals, Inc. 


Los ANGELES — Melville Kaufmann, 
president of Casuals, Inc., has an- 
nounced that Walter Todd Gable, man- 
ager of men’s shoes at Marshal! Field 
& Company until December 31, has be- 
come associated with Casuals, Inc., and 





WALTER T. GABLE 


will be in residence for the company 
in their New York office in the Mar- 
bridge Building. 

Mr. Gable has been for twenty years 
the buyer and group merchandise man- 
ager of men’s shoes at Marshal! Field 
& Company. 

Mr. Kaufmann feels that the asso- 
ciation of Mr. Gable with their com- 
pany in an executive position will com- 
plete an aggressive and long planned 
program of the company to enlighten 
the men of America about the practical 
usefulness of casual and leisure foot- 
wear. 


Production Increased By 
New Plant 


Laconia, N. H. — Production fa- 
cilities of the Laconia Shoe Company 
have received a substantial increase 
with the opening of a new pliant in 
Lowell, Mass., it has been announced. 
Located at 95 Bridge Street, Lowell, the 
new factory is the Paris Shoe Com- 
pany, Inc., and is a manufacturing sub- 
sidiary of the Laconia Shoe Company. 
It will produce shoes for both Laconia 
lines: for "teen-age misses and for 
youngsters. 

Cement process will be used, and 
operating at peak capacity, the new 
plant is expected to produce between 
1400 and 1500 pairs daily. 











Three Shoe Manufacturers 
Hold Store Fair for Public 


AKRON, O.—The latest creations by 
three shoe manufacturers, most of 
them styles and designs that the public 
seldom gets a chance to see, were pre- 
sented at Hower’s department store 
here recently. 

More than 1000 pairs of shoes, no 
two alike, were included in the “shoe 
fair.” The exhibits were an advance 
showing of Spring lines and were 
brought here from Chicago after being 
displayed in the Merchandise Mart for 
store buyers. 

The “fair” marks the first time an 
Akron store has sponsored such an 
event. The direct showing to the pub- 
lic by shoe manufacturers also is un- 
usual in trade circles. 

Taking part in the show were The 
Goodyear Tire & Rubber Company, 
Jarman Shoe and Acrobat Shoe Divi- 
sions of General Shoe Corporation, and 
Tober-Saifer Shoe Company. 





Southeastern Salesman 


For Thomasetti 


SEDALIA, Mo.—Jim Lester, former 
shoe buyer for the Israel-Meyer Com- 
pany, of New Orleans, La., has been 
appointed sales representative by 
Thomasetti’s Shoes, Inc., here, to cover 
the Southeastern territory. The terri- 
tory includes Virginia, North Carolina, 
South Carolina, Georgia and Florida. 





Fills New Post of Sales 
And Marketing Analyst 


PASADENA, CAL—L .B. Eastman, 
Joyce, Inc.; vice-president in charge of 
sales, has announced that Norman Wil- 
liamson, Jr., will fill the newly-created 
position of sales and marketing ana- 
lyst, working directly under Mr. East- 
man. 

Mr. Williamson, after graduating 
from the University of Michigan in 
1936, went to N. W. Ayer & Son in 
Philadelphia and then to Kenyon and 
Eckhardt in New York. At both agen- 
cies he worked in administration and 
research, and did other work in market 
analysis before his war-time service in 
the Navy. 





Appointed Sales Director 
Of Fabrics Division 


WILMINGTON, DeEL.—Ernest J. Braun 
has been appointed director of sales of 
the Fabrics Division of the Fabrics and 
Finishes Department of the du Pont 
Company. 

The Fabrics Division, with headquar- 
ters in New York City, handles the pro- 
duction and distribution of products of 
the du Pont plants at Newburgh, N. Y., 
and Fairfield, Conn. These plants 
manufacture all types of coated fabrics. 


Reports Heavy Demand 
For Slip-Lasted Patterns 


St. Louis, Mo.—Theodore F. Schroth, 
general manager of the new Westport 
Division of the Brown Shoe Company, 
informed the Boot AND SHOE RECORDER 
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THEODORE F. SCHROTH 


recently that heavy orders for slip 
lasted patterns for early spring deliv- 
ery had been coming into the division 
from many of the major metropolitan 
markets. 

Heavy demand in slip lasted patterns 
has concentrated on a cross-strap vamp 
sandal and an open toe-and-heel two- 
strap step-in. Both shoes are made up 
in a wide variety of colors, dominated 
by red and green with balenciaga run- 
ning a close second in buyer preference. 

Mr. Schroth also reported favorable 
response from welt shoes, particularly 
from sport welts in the low heel and 
flat heel family. Demand had been 
heavy, he said, for a pattern featuring 
genuine crepe soles and a buckle upper, 
and for pattern with an open heel, lat- 
tice vamp and closed toe. These welts 
also are made up in a variety of colors, 
which, he feels, has had much to do 
with their success. 





Louis Rosenstein 


New YorK—Louis Rosenstein, vet- 
eran of the New York leather district, 
passed away in December, after a heart 
attack a few days earlier. 

Mr. Rosenstein had been associated 
with tanning firms for close to forty 
years, particularly as office and credit 
manager with the old Robertson 
Leather Company, and in more recent 
years as a salesman for the handbag 
trade, representing G. Levor & Com- 
pany, Inc., Gloversville, and E. Hubsch- 
man & Sons, Inc., Philadelphia. 

He was 63 years old at the time of 
his death and is survived by two daugh- 
ters. 


Made Sales Manager of 
Shoe Hardware Division 


New York—Glenn T. Welton has 
been appointed sales manager of the 
shoe hardware division of United States 
Rubber Company, it was announced re- 
cently. He succeeds Alden G. Stevens, 
who has resigned. 

Mr. Welton’s responsibilities will in- 
clude sales of slide fasteners, buckles 
and aluminum lasts. His headquarters 
will be in the shoe hardware division 
plant at Waterbury, Conn. 





Hide Association Forms 
Two New Committees 


CuHIcaGo.—The National Hide Asso- 
ciation has made one of the most im- 
portant moves forward in its short his- 
tory in the formation of two new com- 
mittees, according to A. J. Fingulin, 
executive director. According to Mr. 
Fingulin, the new Hide Committee and 
the new Government Liaison Committee 
will provide an effective means of deal- 
ing with some of the most important 
problems facing the hide business today. 

The Hide Committee is to develop 
minimum standards governing delivery 
and quality of hides and skins and is 
to work with all allied trade organiza- 
tions in matters related to the interests 
of N.H.A. members. Consideration also 
will be given by the committee to 
grievances and unfair practices. 

The Government Liaison Committee 
is to deal with any and all problems af- 
fecting the hide business that may de- 
velop in Washington. This group will 
present the views of the hide business 
as a whole, not just those of one person 
or a special group. 

The National Hide Association now 
numbers nearly 150 members. 





Hosiery Firm Plans 
Large Scale Promotion 


St. Louis, Mo.—H. C. Mangold, vice- 
president in charge of sales and adver- 
tising of Prim Hosiery Company, Ches- 
ter, Ill., has announced that the firm’s 
“model molded” nylons will be featured 
in an extensive promotion during 1948. 
National fashion magazines, trade 
papers, newspapers and counter cards 
will be used to carry the campaign’s 
theme. 


Covers Midwest for 


Children’s Line 


EPHRATA, Pa.—Art W. Beeson has 
been appointed sales representative in 
the states of Ohio, Indiana and Ken- 
tucky for the line of juvenile footwear 
manufactured by the Eby Shoe Cor- 
poration, of Ephrata. 

Mr. Beeson makes his headquarters 
in East Lansing, Michigan. 
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25-Year-Club Holds Banquet 





Left to right are A. C. Prigge, secretary-treasurer, W. C. Reagan, vice-president 
end C. C. Andreasen, president. These officers have been with Holland-Racine 


28, 27 and 26 years, respectively. 


HoLLANpD, MicH. — Holland-Racine 
Shoes, Inc., took time out from work 
recently to recognize 47 employes who 
have worked 25 years or more for the 
company. 

The 47, with their wives, attended a 
banquet at the Holland American 
Legion Memorial clubhouse highlighted 
by presentation of engraved watches to 
all whose work record exceeded a quar- 


ter of a century. Fourteen per cent of 
the company’s payroll boast records of 
25 years or more. 

Included in the 25-year group are 
C. C. Andreasen, president, who has 
26 years, W. C. Reagan, vice-president, 
27 years and A. C. Prigge, secretary- 
treasurer, 28 years. J. E. Telling, 
boasting 48 years’ service with the 
firm, was high man. 





Daniel Green Company 
Announces Changes 


DOLGEVILLE, N. Y.—New sales per- 
sonnel and changes in sales territories 
for 1948 have been announced by the 
Daniel Green Company, slipper manu- 
facturers, here. 

Appointment was made of Cole Wil- 
bur as representative in the states of 
Maine, New Hampshire and Vermont, 
and in the provinces of Ontario and 
Quebec. Mr. Wilbur succeeds Dan 
Green, who is being transferred to the 
territory which includes Missouri, Iowa, 
Nebraska and Kansas. In addition 
Ernest Steinhilber, Jr., who has cov- 
ered Ohio, will also represent the firm 
in Indiana, and Charles Cannon, who 
has been assistant to John W. Gow, 
will cover the states of Minnesota, 
Wisconsin, North Dakota and South 
Dakota. 

Mr. Green is the son of the former 
president of the Daniel Green Company. 
He replaces Irving J. McGuire, who re- 
tired after many years of service. 





Parkhill Shoes Appoints Seven 
Salesmen, Revises Territories 


FITCHBURG, Mass.—G. D. Winterer, 
sales manager of Parkhill Shoes, this 
city, has announced the appointment 
of seven new salesmen and the revision 
of territories assigned to 11 others who 
have been members of the sales staff 
for some time. 
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New salesmen and their territories 
are Harry Buchsbaum, Manhattan, 
Brooklyn, Staten Island and North- 
eastern New Jersey; Benjamin Cohen, 
Connecticut and Rhode Island; Morris 
S. Rousso, Tennessee, Mississippi and 
Florida; Nathan Slawin, Michigan; 
Philip Stern, Indiana, Kentucky, Ohio 
and Illinois; John J. Ward, Washing- 
ton, Oregon, Idaho, Montana, North 
and South Dakota; Jose A. Tejerio, Haiti, 
Dominican Republic, Cuba, Puerto Rico 
and Panama. 

Older salesmen and their newly-re- 
vised territories include Al Epstein, 
North and South Carolina, Georgia 
and Alabama; Monte Gray, Iowa, Mis- 
souri, Arkansas, Kansas and Okla- 
homa; J. R. Hamelin, California; B. 
T. Heflin, Delaware, Maryland, Vir- 
ginia and West Virginia; Russell K. 
Homer, Hawaii; Abe Jacobs, Texas and 
Louisiana; Robert C. Kowalsky, Wis- 
consin; Ernest Reves, Chicago metro- 
politan area; Morris Rosenbaum, 
Maine, New Hampshire, Vermont, 
Massachusetts and Northeastern New 
York; S. D. Watrous, Western New 
York, Western Pennsylvania and 
Northwest West Virginia: W. H. 
Krueger, Minnesota. 





Announce New Line 

HoOLLywoop, CALir.—Hyman Nieman 
and E. J. Raymond, owners of the 
Puritan Shoe Manufacturing Company, 
Santa Monica Blvd., Hollywood, Calif., 
have announced that they are now mak- 
ing beach sandals and play shoes. 
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BAUER'S 
FOC AINERS 


NOP YEAR wie 
Bauer's Foot Trainers 


MAKE CHILDREN'S BUSINESS 
PERMANENT AND PROFITABLE 
In addition to right and left quor- 


ters for snug fit, Built-in Cookie 
keeps foot balanced. 








Write for descriptive price list and avall- 
ability of franchise fer your tewn. 
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BROWN KID ROMEOS 


Leather quarter back, leather insole, heavy leather 
soles, brown rubber heel. 


SIZE INS—Dolly or Weekly 






#510: Men's, 


Sizes: 6 to 12 
24 Pr. to cose 
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RUBBER FOOTWEAR 











SHINY BLACK RUBBER 
First Quality 


CHILDS’ 
SIZES: 6 to 10 


$1.65 


$1.85 


Terms: NET 30 DAYS 





20% 
12 Pr. Cases (Full Sizes Only) 


IMMEDIATE DELIVERY 





720 Fifth Ave., Pittsburgh, Pa. 
| 














MEN'S SHOES 
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Diiuglas Shoes 


Ww. COUuGLAS FEHOE CO. 


New York Offices, 506-510 Marbridge Bidg. New York 1.N Y 
‘West Coast Offices, 401-402 Hass Bidg. Los Angeles 14, Cah’ 














Distribute Display 


COOPERSBURG, Pa.—Enthusiastic re- 
ception of a display used by Dale 


RED TOP BOOT| | 





Footwear, Inc., at the National Shoe | 
Fair in Chicago has led to its distribu- 


tion among the company’s accounts. 


The display is a cardboard blow-up | 


of the firm’s trademark, a little girl in 
a parade-leader’s uniform. Some four 
of them are being shown at different 


retail stores throughout the country, | 


including Harold’s, in Brooklyn, N. Y.; 
Filene’s, in Boston, and Nordstrom’s, 
on the West Coast, and will be sent to 
other stores in the near future. 
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New Sales Representative 





Nashville, Tenn.—The Acrobat Shoe 
Company, division of General Shoe Cor- 
poration, here, has announced the ap- 
pointment of Hill Scoggin as its repre- 
sentative in Western Missouri, Kansas 
and Eastern Oklahoma. Mr. Scoggin is 
currently traveling the territory with 
the new Spring line of Acrobat shoes. 


Leather Firm 
Distributes Calendar 


Boston, Mass. — An unusually beau- 
tiful calendar for 1948 is being dis- 
tributed by the A. C. Lawrence Leather 
Company of Peabody. A spiral bound 
book, it opens to show a photograph of 
some New England historical spot at 
the top with the calendar for the 
month in the bottom panel, both printed 
on a mat finish cardboard of excellent 
quality. 

Subjects of the photographs include 
an 18th century New England farm- 
house in Essex, Mass., Bulfinch Hall in 
Andover, Mass., Nubble Light in York 
Harbor, Me., the old whaling ship— 
“Charles W. Morgan,” the Charles 
River Basin in this city. and others. 








Alligator Travel Bag Sent 
To Princess Elizabeth 


New York.—One of the wedding 
gifts sent to Princess Elizabeth was an 
alligator shoulder-strap travel bag from 
Lederer de Paris, Fifth Avenue shop 
here. Made from skins supplied by 
Fleming-Joffe, Ltd., of New York, the 
— bag was lined with purple python 
skin. 





Release Figures of 1946 
Canadian Leather Output 


MONTREAL, CANADA—Valuve of prod- 
ucts of the Canadian tanning industry 
reached a new peak in 1946, totaling 
$56,998,751, an increase of 20.4 per cent 
over 1945, according to the Dominion 
Bureau of Statistics. The advance was 
not entirely due to higher prices, as 
the number of hides handled increased 
by 3.4 per cent. 

The industry is concentrated in On- 
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Quality Shoes from Surples 
Merchandise. Better for Less 


BARIS SHOE CO., lac. 
Worth 2-5188-! 
79-81 Reade St., New York 7, hk. Y. 
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Wen's Steel Toe Safety Shoes 
Men's Popular Priced Work Shoes 


Union Made 


GOODWILL SHOE COMPANY 
Holliston, Mossechasetts 
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tario where the value of production of 
$49,194,823 represented 86 per cent of 
the total for all plants. 

Principal kinds of leather produced in 
1946 were as follows in order of value: 
oak-tanned sole leather, $14,243,419; 
cattle and horse hides upper leather, 
$12,859,362; calf skin upper leather, 
$7,936,864; and love leather $3,470,962. 
The value of these four items combined, 
accounted for 68 per cent of the total 
value of output. 





Issue Plastic Coated Booklet 


A nicely done promotional booklet, 
“The Tru-Last Primer,” has been pub- 
lished by J. W. Landenberger & Com- 
pany. On pages some 10 by 12 inches 
in size, covered by a glossy, transparent 
plastic finish, the advantages and fea- 
tures of the firm’s children’s socks are 
revealed in the form of a chromatically 
illustrated question and answer dia- 
logue between a mother and her two 
offspring. 
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Tells of Research In 
British Shoe Industry 


GLascow, ScCOTLAND—Although ma- 
jor attention has been directed in 
Britain in recent years to the creation 
of style shoes and the servicing of the 
fashion market, equal attention is be- 
ing paid behind the scenes to the essen- 
tials of craftsmanship, the selection and 
performance of materials, the develop- 
ment of machinery and similar prob- 
lems. The British Boot, Shoe and Al- 
lied Trades Research Association is 
currently concentrating on a variety 
of such problems, of which some details 
were listed by H. Bradley, director of 
research. Of the work now being done, 
Mr. Bradley recently reported: 

“The industry’s task is to produce 
shoes in the mass to suit (in the full 
sense of the word) the feet of as many 
people as possible. The ideal is that 
the foot taken at random will readily 
find the shoe it needs in any properly 
constituted, reasonably sized, stock; 
add the words “well manufactured” and 
“at an economic price” and we have 
the ultimate goal towards which scien- 
tific research for this industry is armed. 

“The Research Association has 
demonstrated the importance of foot 
statistical research. In the application 
and industrial development of this, the 
association has shown how it leads to 
the better grading of shoe lasts with 
resulting substantial improvement in 
the efficiency of fitting service to the 
public. The new system of grading has 
been called precision grade and many 
thousand pairs of shoes are now being 
made on this system. The success is 
so good that the system will surely 
permeate the whole of shoe supplies in 
due course, and its benefit becomes in- 
creasingly felt by the community at 
large. The discovery may be charac- 
terized as one of the most fundamental 
and far-reaching coming into the in- 
dustry for a long time. 

“The association has investigated 
methods for the study of gait and poise 
and the influence of these factors on 
shoes. Admittedly, this work has been 
somewhat in abeyance during the war, 
but just prior to the outbreak of hos- 
tilities, it was arousing considerable 
attention in the medical profession and 
the time is now becoming ripe for its 
reawakening. 

“Researches very active before the 
war in the realm of occupational shoes 
are due now to come out into the open 
again. 

“This was part of the programme 
under the broader heading ‘shoes and 
health.’ Since most people spend the 
majority of their time at their work, 
it is during the hours of employment 
that shoes have the best opportunity to 
work their good or their mischief, and 
especially must this be so in those em- 
ployments which involve long hours of 
standing or walking. Just as boots and 
shoes of special types have to be de- 
signed for various games, so it is even 
more important that the right kind of 
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footgear should be devised for differ- 
ent kinds of employment. There were 
many examples of such purposely de- 
signed footgear used by H. M. Services 
during the war and the Army boot it- 
self is a conspicuous example of the 
occupational boot. What is the right 
kind of shoe for the man who has to 
stand at a bench all day? What is the 
right kind of shoe for the waitress, the 
shop girls, the railway porter, the tram 
driver, the policeman? This occupa- 
tional shoe research has tremendous 
potentialities. As one example of work 
on occupational boots—the association 
developed a safety boot toe specification 
used by the British Standards Institu- 
tion in B.S. 953. This is a contribu- 
tion towards the more adequate protec- 
tion of workers in the heavy industries 
from damage to their feet. Of all in- 
dustrial accidents, damage to the feet 
accounts for a proportion higher than 
any other group, and it is estimated 
that on this account there is the equiva- 
lent of a standing army of unemployed 
in factories under the Factory Act, but 
not including mines and transport, to 
a figure of 3,600, so that anything that 
can be accomplished towards protect- 
ing working people against this kind 
of accident is of considerably greater 
value than may at first be supposed.” 





New Zealand May Make Heavy 
Shoe Imports From Canada 


Otrawa, ONTARIO.—From Auckland, 
N. Z., has come word that when a sur- 
vey of footwear stocks and production 
in New Zealand is completed by the 
government there is likely to be a rush 
to place orders overseas for 1948 im- 
ports, and importers may look chiefly to 
Canada to build up depleted supplies. 

Dollars are the main obstacle, but it 
is reported that there is a possibility 
of an interim arrangement for portion 
of the orders to be financed in sterling. 
If the currency problem can be solved 
in this way, Canada may become New 
Zealand’s chief source of imported foot- 
wear supplies in 1948. 





Canadian Shoe Prices 


Increasing Sharply 


MONTREAL, Que.—Corroborating re- 
ports during the past few months that 
the price of shoes would probably soon 
be increased by 35 to 50 per cent, the 
Shoe Manufacturer’s Association re- 
cently issued a statement stating that 
the increase is “inevitable” and that “it 
is unfortunate for the shoe industry 
and the public that the controls on raw 
materials were not maintained for a 
few months longer.” 

At the same time, the association 
statement, issued following a meeting 
of manufacturers, said footwear com- 
panies were determined to keep prices 
“as low as is humanly possible” despite 
drastic increases in the cost of raw 
materials, particularly leather. It 
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added that the manufacturers were 
frankly worried about the possibility of 
consumer resistance to higher prices, 
which might curtail production and 
create unemployment in the shoe in- 
dustry. 

“Since controls and subsidies on im- 
ported hides came off, calf leather has 
gone up over 100 per cent in some cases, 
while sole leather is up more than 35 
per cent,” the statement said. “Foreign 
leather, used in certain types of foot- 
wear, are increasing 35 to 40 per cent 
in price.” 
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SALESMEN WANTED 








THREE $150,000.00 PER YEAR 
TERRITORIES NOW OPEN 


Unusual opportunity for right men. 


1. Florida and Georgia. 
2. North and South Carolina. 
3. Alabama and Mississippi. 


Must travel by car. Give full particulars first letter, 


age, experience, etc. 


All letters strictly confidential. 


A. MELTZER — WELT-O-PEDIC SHOES 


28 North Fourth Street 


Philadelphia 6, Pa. 











SALES REPRESENTATIVES WANTED 


To represent an established distributor of Women's Fast 
Well known to the trade. 


Sports and Casuals. 
1—New England 
2—N. Y. State and Canada 
3—Pennsylvania 


4—Maryland, Virginia & W. Vir- 


ginia 


Novelty Shoes. 

Following territories open: 

5—Ohio., Michigan, Indiana & I- 
linois 

6—Tennessee, Louisiana & Arkansas 

7—California, Oregon & Washing- 
ton 

8—Kansas & Missouri 


Write in full confidence giving full details concerning experience and 
qualifications, lines carried, territories covered, etc. 


S. J. MAISTROSKY, INC. « 


155 Lincoln Street ° 


Boston 11, Mass. 














BONUSES for 
TOP-FLIGHT SALESMEN 


Distributor needs top-flight sales- 
men for fast selling and repeating 
Line of Ladies’ and Men’s Casuals. 


Good commissions, bonuses and draw- 
ing accounts to men selected for follow- 
ing territories: 
Florida, Georgia, Louisiana, Alabama, Mis- 
sissippi, Virginia and West Virginia. 
Address Box 257, care BOOT & SHOE +m 
100 East 42nd Street, New York 17, N. Y 





SALESMEN WANTED 


1: PENNSYLVANIA (Except Phila.) 
2: DETROIT, MICH. AND OHIO 


proximately $200,000 each 
Line includes: 
dren's Shoes, 
High-Style Novelties, 
fully. 


Casuals. 


100 East 42nd Street, New 





3 FINE TERRITORIES 


3: MARYLAND, WASHINGTON, D. C., 

VIRGINIA AND NORTH CAROLINA. 
New York's foremost wholesaler, doing oap- 
territory now. 
Nationally advertised Chil- 


Powerful Sport-Shoe set-up; 
Please write 


Address Box 251, care | & onee. om 











NEW YORK'S 
LARGEST 
DISTRIBUTOR 


OF BRANDED INFANTS’, 
CHILDS' AND MISSES’ 


HIGH GRADE 
GOODYEAR 
WELT SHOES 


desires the services of experienced 
salesmen as representatives in the 
following territories: 


1—ILLINOIS 

2—VIRGINIA and WEST VIRGINIA 

3—KENTUCKY and TENNESSEE 

4—INDIANA and WISCONSIN 

5—WESTERN PENNSYLVANIA 

6—MISSOURI 

7—MISSISSIPPI and LOUISIANA 

8—NEBRASKA and IOWA 

9—FLORIDA and GEORGIA 

NATIONAL ADVERTISING PROGRAM UNDER 

WAY. CATALOGUE SERVICE. 

SIDELINE MEN ARE ACCEPTABLE. PLEASE 

UALIFICATIONS AS TO EXPERI- 

. REFERENCES, ETC. ALL REPLIES 

HELD IN STRICTEST CONFIDENCE. 

Address Box 253, care BOOT & SHOE a 
100 East 42nd Street, New York | 





ALESMEN WANTED: To Sell Nationally 
Advertised Line of Play Shoes; also Women’s 


Novelties, May carry as Side Line, or exclu- 


sively. 
#260, care Boot & Shoe Recorder, 1221 Lecust 
Street, St. Louis, Mo. 


Commissions weekly. Address: Box 





MEN'S SHOE SALESMEN 


High Style and Staple Men's Popular Priced Shoes. 
Leading _ _ York Distributor requires only top- 


. Michigan, 
5% Commission. Replies confidential. 
Address Box 249, care BOOT & enec, papegece 

100 East 42nd Street, New York | 











EXPERIENCED SALESMEN 


WANTED 

by Volume Manufacturer of 4 and 5 dollar 
All-Leather Casuals for: Michigan, Ohio, 
Illinois, Minnesota, Wisconsin, Texes, Oklo- 
home, New Mexico, Virginia, No. and So. 
Carolina, Georgi 

Address Bex 252, oe BOOT & SHOE pagowes 

100 East 42nd Street, New York 17, N 














CLASSIFIED ADVERTISING RATES 


The rate for undisplayed classified advertising is 12 cents a word under any of our classified headings. When a box number is 


desired, addressed to any of our offices, 12 words must be added for this and charged at the word rate. 


If advertiser's own 


name and address is used, count each word (street number is one word) at word rate. Classified advertising is payable in ed- 
vance. Send check or money order with your copy. No accounts are opened for classified advertising except for regular adver- 


tisers on contract. 


The rate for all displayed or boxed in classified advertisements is $10.00 an inch with a maximum of 46 words per inch. 
= Advertisements for this page must be In our New York Office 10 days preceding publication date = 








Boot and Shoe Recorder 

















SALESMEN WANTED 


SALESMEN WANTED 


SIDE LINE SALESMEN WTD. 














SALESMEN FOR 
NATIONALLY ADVERTISED 
GOODYEAR LOCKSTITCH 

AND CASUAL TYPE SHOES 


TERRITORIES OPEN 


4 1. New York State 
2. Pennsylvania, Maryland. Del- 





aware 

3. Michigan. Ohio, Virginia. West 
Virginia 

4. Kentucky, Indiana, Ten 


5. Missouri, Kansas, Nebraska, - 

6. Texas, Oklahoma, New Mexico 

7. Louisiana, Arkansas 

8. Montana, Idaho, Utah, Wyoming. 
Colorado 


Address Box 255, care BOOT & SHOE 7. 
100 East 42nd Street, New York 17, 











ANTED: ALERT SALESMAN BY A 

VERY REPUTABLE MANUFACTURER 
OF RUBBER FOOTWEAR, for New England 
territory. This is an excellent opportunity. We 
pay salary, expenses and bonus earnings. For 
an interview, tell us everything we should know 
about you. Address #228, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
N. Y. 





SALESMEN WANTED 


By manufacturer of high grade juvenile 
Goodvear welts in stock direct to retailers. 
ALL TERRITORIES OPEN except New England 
and Pacific Northwest. Can be side line. 


Address Bex 282, care BOOT & SHOE RECORDER 
10 High Street, Boston 10, Mass. 











Att TERRITORIES OPEN IN REAR. 
RANGEMENT OF SALES FORCE by 
Nationally Known Manufacturer of Popular 


Priced Young Women’s Shoes. Have no ob- 
jection to non-conflicting Line. Give complete 
background and references in first letter; indi- 
cate how quickly you would be available. Our 
employees have been advised of this ad. Address 
#244, care Boot & Shoe a 100 East 
42nd Street, New York 17, N. 





, ADDITION to advertisements in each issue 
f leading trade publications including “‘Boot 
anh Shoe Recorder,” “Display World,” “Crea- 
tive Footwear,” “Dun's Review,” etc. (see our 
advertisement on page 58 of this publication), 
we are going to mail literature and broadsi les 
three times during 1948 to over 30,000 retai 

shoe stores and department stores. Inquiries will 
be referred to you for follow-up. This is an 
excellent opportunity to take on a highly profit- 
able, non-conflicting side line. Territories are 
exclusive. Liberal drawings against commissions 
Write today for literature and details. ROGER 
KENT CO., 211 N. 7th St., St. Louis, Missouri 





WANTED: SHOE SALESMAN, GOOD 

FOLLOWING, to carry outstanding Line of 
Popular Prived Women's Casuals and Play 
Types. Full time and commission basis. Exeel- 
lent Line of Fast-Selling Styles. Can be han- 
died exclusively or on non-conflicting basis. 
Write giving age, experience, territory cover- 
age and references. Address #258, care Boot & 
ag 5 cm 100 East 42nd Street, New York 
17, N. 





ELLING AGENT FOR LARGE PRE-WELT 

SHOE FACTORY seeks salesmen on Com- 
mission basis for Pennsylvania, Illinois, Indiana, 
Wisconsin, Virginia, West Virginia, North and 
South Carolina, Georgia, Texas, Louisiana. 
Address #265, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 


January !, 1948 





SHOE SALESMEN 


To Carry Nationally Advertised Line of 
Smartly Styled, Moderately Priced Piastic 
Display Fixtures; Several Choice Territories 
available. Excellent commission. State ful! 
particulars in first letter. 


Address Box 241, care BOOT & SHOE pegeeses 
208 Seuth State Street, Chicage 4, | 








WOMEN’S SHOE SALESMEN 
for 


GEORGIA, FLORIDA, 
LOUISIANA, INDIANA, 
MICHIGAN, NEW YORK 


To Represent a Manufacturer of 
Women’s Corrective Type Shoes. Na- 
tionally known for quality, value and 
In-Stock Service. 


Applicants must have successful sales 
records with Department Stores and 
Retailers in this territory. 


Please give us complete details in first 

letter. We assure you full confidence 

during negotiating period. 

Address Box 256, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 











BAs»Y SHOE AND FIRST STEP SALES 
MAN for 


Southern States. Quality Line. 
Top Commission Complete rotection Give 
experience, references, territory covered in 





reply. Address: Box +264, care of Boot & Shoe 
Recorder, 209 So. State Street. Chicago 4, Il. 
ALESMEN—SIDELINE OR FULL TIME 


Introduce to retailers Lig selling Air Waukies 
Foot Pads (shoe comfort accessory for men and 


women). Liberal commission. AJR WAUKIES 
FOOT PAD CO., 509 Fifth Avenue, New York 
City. 


ALESMEN — Salesmen now carrying Chil- 
iren’s Better Grade Welt Shoes, to carry a 
Short Line of Women's fine Orthopedic Shoes, 
NEW WELT PROCESS, THAT MAKES 
THE MOST FLEXIBLE AND COMFORT. 
ABLE WELT SHOE EVER DEVELOPED. 





Today's retail price $12.95 to $13.95. Basis 
styles, in stock. Nationally known manufacturer 
Eastern, Southern and Midwestern territories 


details. Address #278, 
109 East 42nd St., 


open. Write giving ful! 
care Boot & Shoe Recorder, 
New York 17, N. ¥ 


HIGH-GRADE 
ACCESSORY 


MMEDIATE OPENING IN 
WOMEN’S SHOE AND 
SALON for expert salesman, now employed 
Experience in selling exclusive merchandise es- 
sential, New England town, 40,000 population. 
Must be alert, able to produce, and have sense 
of responsibility. Good salary, plus commissions 
Permanent future with progressive, highly in 
dividualized fashion shop. Write fully in con 
fidence. Address #269. care Boot & Shoe Re- 
corder, 100 East 42nd St., New York 17, N. \ 









SIDE LINE SALESMAN WTD. 





IDELINE SALESMAN WANTED TO 
CARRY HIGH GRADE Children’s Welt 
Shoes and Ankle Straps. Commission Basis; 
References. State Territory. Address 2234. 
care Boot & Shoe Recorder, 100 Eas: 1?nil 
Street, New York 17, N. Y. 





SPECIALTY SIDELINE, Sell- 

ing to Infants’ Specialty and Juvenile Shoe 
Stores throughout the country. Money making 
item. Advise territory, references and present 
connections. Address #280, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
¥ 


ALESMEN, 


SIDELINE SALESMEN WANTED 


To carry Strong Line of Women's In-Stock, 
High-Grade Novelty Arch Shoes, AA to EEE 
Widths; Sizes 4-11, to retail $6.95 to $7.%, 
by Live Wire House. Territories now open: 
New York, Ohio, Kentucky, North ond South 
Carolina, and all States South. Commission 
poid weekly. All replies confidential. Write 
to 


ZEPHYR SHOE COMPANY 


151 Nerth Fourth Street, Philadeiphia 6, Pa 











ALESMEN WANTED TO CARRY AS 
SIDELINE Manufacturer's Line Infant 
Prewelts; New ngland and Midwestern terri- 
tory open. Write details: PLEASANT VAL- 


Westminster, Md 


LEY SHOE COMPANY, 


IDELINE SALESMEN TO CARRY A 

NEW YORK WHOLESALER’S LINE of 
Fast Moving Women's Novelties in High Wed- 
gies and Low Wedgies, in stock, for Michigan, 
Illinois, Ohio, and Pennsylvania, and Southern 
States. Commission basis. Write full confidence, 
giving details. Address #279, care Boot & Shoe 
Recorder, 100 East 42nd Street, New York 17, 
B. 3. 


UTSTANDING $5.00 Retailer, Women's Kid 





Leather Arch Shoes from long established 
Manufacturing Who esaler Carried In-Stock 
B to EEE. Available for side lines to men 


that cover well rated accounts only. References. 
Add ress Box #270, care Boot & Shoe Recorder, 
10 High Street, ‘Boston 10, Mass 


RHINE- 


METAL, 





ANUFACTURER OF 

STONE AND CUT STE! L SHOE 
BOWS desires Salesmen calling on ladies’ 
Shoe Trade, to carry one smal! tray of terrific 
Metal Ornaments, RHINESTONE CREA- 
TIONS, 751 No. 39th Street, Philadelphia 4, 
Pa. 





ALESMEN WANTED TO SELL ATTRAC. 

TIVE AUSTRALIAN ALL WOOL QUAL 
ITY FELT SLIPPERS, priced right All 
territories b except California and New York City 
Address #284, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





LINE WANTED 








MANUFACTURERS 


West Coast Shoe Travelers Associates have capable 
salesmen in their organization te represent yeur 
company. All territeries Denver West. if yeu have 
openings in abeve territeries communicate St ence 
with our Asseciation, WEST COAST SHOE 
TRAVELERS ASSOCIATES, ROOM S20. HAAS 
BLOG., 219 WEST SEVENTH STREET, LOS 
ANGELES 14, CALIF. 











PACIFIC COAST SALESMAN OPEN FOR 
FACTORY LINE MEN’S WELTS in $7.95 
to $8.95 range. No Jobbing Lines. Permanent 
Los Angeles office. Can come East for inter- 
view. Address: Box #273, care of Boot & Shoe 
Recorder, 5410 Wilshire Blv Los Angeles 36, 
Cal 








LINES. S WANTED FROM RELIABLE SHOE 
MANUFACTURER. Commission hasis only. 


Mastercraft Shoe Manufacturing Promoter, 
Salesmanager and Salesman for thirty-five years 
Operated territory over forty States. Solicited 

siness from good and high rated accoounts. 
Has own sales organization. Territory East, 
West. North and South. Address communica 
tions HASKE!I ROMSEY 2005 Flatbush 
Avenue, Brooklyn 10, New York 





ALESMAN WANTS ADVERTISED LINE 

for Western New York and Western Penn- 
sylvania. Either Men's or Women's. Well 
re mae with the trade. Best of references. 

idress #262, care Boot & Shoe Recorder, 100 
3 st 42nd Street, New York 17, N. Y. 














HELP WANTED 


HELP WANTED 


HELP WANTED 








ground desired but not essential. 


h 


SHOE DEVELOPMENT MAN 


To Undertake a Program for the Development of New Types 
of Heavy Duty Footwear for Established Organization 


Imagination and ability to utilize and adapt new ideas primary requirement. Prefer a younger 
man with a general technical knowledge of shoe design, who has had several years’ experience 
in position of increasing sesponsibility and who has real creative imagination; one who is 
interested in opportunity to develop himself along technical and administrative lines with a 
view to qualifying ultimately for position of major responsibility. College engineering back- 
Indicate limitations if any as to locations where willing to 
work; salary expected; and also give detailed statement as to prior experience in shoe 


port photo. 





industry or elsewhere. Enclose t or p 


Address Box 250, BOOT & SHOE RECORDER, 100 E. 42 St., New York 17, N. Y. 











WANTED: EXPERIENCED BUYER AND 
MANAGER for Exclusive, high grade 
Ladies’ and Men’s Shoe Store, familiar with 
Window Trimming. Located in large 

City. Write in first letter reference, experience, 
and age. Guaranteed salary $5,000.00 annually, 
with bonus arrangement. Address #272, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





ANTED: MANAGER FOR SHOE STORE 
BASEMENT OPERATION: Must be ex- 
rienced Buyer, wr er and Display 
Man Write full and _ references. 
LANG'S SEPARTMENT STORE, Savannah, 
Georgia. 





FOR SALE 








FOR SALE OUTRIGHT, OR HALF IN- 
TEREST to Active Participant who will 
take over complete Management—Sub- 
stantial, well established, retail Ortho- 
pedic Shoe Organization, located in 
New York City. $35,000 to $70,000 in- 
volved. Principals only invited to cor- 
respond, 


Address Box 231, care BOOT & SHOE RECORDER 
100 East 42nd Street, New York 17, N. Y. 








FOR SALE 
Family Shoe Store with Annual Volume 
$75,000 to $100,000. Located Number One 


Downtown Location in Northern Indiana 9 

Iliness necessitates chonge. Inventory at cost 

plus reasonable value. 

Address Box 254, care BOOT & SHOE RECORDER 
Street, Chieage 4, Ill. 











(CONCESSION SHOE DEPARTMENT in old 
“ established Department Store. Clouse in Los 
Angeles. Fine lease arrangement. Fine oppor- 
tunity for one man with part time help. Inven- 
tory seven to eight thousand dollars. No old 
stock. Sell for Inventory, ay | & $00.00. Ad- 
dress, Box #259, care of Shoe Recorder, 
ag eens Bivd., Room a Les Angeles 
36, le 





FOR SALE. PROFITABLE, HIGH-GRADE, 

FAMILY SHOE STORE in Prosperous 
Middle West City of 20,000. It will take con- 
siderable amount of cash to handle. Address 
#263, care Boot & Shoe Recorder, 100 East 
42nd Street, New York 17, N. Y. 





FOR SALE: LASTS, CHILDREN’S, ALL 

SIZES, from Infants’ Size 2 to Misses’ Size 
3, including dies. Approximately 10,000 pairs. 
Will sell in any quantity. Reasonable. Address: 
Box #261, care of Boot & Shoe Recorder, 209 
South State Street, Chicago 4, II. 





Agate for sale: 1 USMC 9 Foot, 

, Model F. 1 Parsons 9 Foot 
Sole Sinker Address #281, care of Boot and 
Shoe Recorder, 10 High Street, Boston 10, 








WANTED TO LEASE 








WANTED TO LEASE 


Complete Shoe Department in a Live Depart- 
ment Store vicinity Ohio or Pennsyivania : 
Population about 20,000; Prefer Department 
for topnotch promotional operation. Long 
Experience; Sound background. References 
»xchanged. 

Address Gex 283, care BOOT & ouee pesceese 

100 East 42nd Street, New Y 17, MN. 








D® YOU WANT TO LIVE IN ALABAMA? 
One of the South’s largest shoe organ- 
izations has two openings for men interested in 
training for posi as s of our stores. 
These jobs lead to responsible highly paid 
executive itions. Age brackets between 26 
and 40. Ectlege education preferred but not 
necessary. Positions are permanent, with an 
organization of complete financial stability and 
reputation. Toranto Bros., Inc., Birmingham, 
Alabama. 








WANTED TO PURCHASE 








GET TOP VALUE 


In Selling Your 
¢ SURPLUS STOCKS or 
¢ COMPLETE STORE 
CAMITTA SHOE co. 


120 No. 4th St. 6, Pa. 
Phome—LOmbard Pr 











FAMILY SHOE STORE — STOCK — FIX- 
TURES, or rent store or building anywhere 
Address #277, care 


in South West Texas. 
100 East 42nd Street, 


Boot & Shoe Recorder, 
New York 17, N. Y. 





WANT TO LEASE FRONT SPACE IN A 

SPECIALTY STORE for a Shoe Depart- 
ment, Southern City of 100,000, doing a very 
active business on Better Type Ready-to-Wear 
and Millinery. Department now active but de- 
Sirous to make change. Address #267, care 
Boot & Shoe Recorder, 100 East 42nd Street, 
New York 17, N. Y. 





FOR LEASE 


SHOE DEPARTMENT FOR LEASE: Due to 
old established firm of “Anismans”’ changing 
hands, A-1 location in Borger, Texas, carrying 
Men's, Women’s and Children’s Shoes of Na- 
tionally advertised Line; Approximately Twenty 
Thousand Dollar stock. Turnover three to four 
times. Biggest payroll town in State. For par- 
ticulars write: HERMAN DEAN, c/o Dean's, 
Borger, Texas. 








SHOE DEPARTMENT FOR LEASE IN 
NORTHERN NEW YORK STATE Depart- 
ment Store; Available at once to man with 
$4,000 capital. The rest financed by firm fea- 
turing Nationally advertised, high style shoes. 
Address #276, care Boot & Shoe Recorder, 100 
East 42nd Street, New York 17, N. Y. 





POSITION WANTED 





SHOE SALESMAN WITH LARGE FOL- 
LOWING IN RETAIL TRADE in New 
England wants connection with reliable Work 
Shoe House. Address: Box #275, care of Boot 
. Shoe Recorder, 10 High Street, Boston 10, 
Mass, 





OOTWEAR SALES EXECUTIVE AVAIL. 
ABLE February, 1948, Interested Branded 
Lines. Address #274, care Boot & Shoe Re 
1. 100 East 42nd Street, New York 17, 





BUSINESS OPPORTUNITY 





HANDBAG AND HOSIERY CONCESSION 
AVAILABLE in Three (3) Stores Selling 
Popular Priced Shoes, doin: 
This Concession is availab 
#271, care & Shoe Recorder, 
42nd Street, New York 17, N. Y. 


a very nice volume. 
at once. Address 
100 East 








WILL PAY CASH 


For Stock, Stores, and Leases; Penn- 
sylvania, New Jersey, Maryland or 
Delaware. 


Address Bex 148, care ig A & SHOE RECORDER 
100 East 42nd Street, New York (7, HN. Y. 











NEAR 
Address 
100 East 


HOE STORE WANTED IN OR 

NEW YORK. Give all particulars 
#268, care Boot & Shoe a 
42nd Street, New York 17, 





WE BUY _ 
SURPLUS AND COMPLETE STOCKS 
OF BETTER GRADE SHOES 
FOR CASH 
SHORT LEASES ASSUMED 
YOUR NAME AND BRAND 
PROTECTED 
IRVIN RUBIN, INC. 
“The House of Jobs” 
89 READE STREET 
New York City 
Phone BARCLAY 17-7887 











WANTED TO BUY—LADIES’ SHOE 
STORE OR DEPARTMENT LOCATED 
IN TEXAS. Will consider Family Shoe Store. 
Write full details: Volume, Location, Inventory, 
Lines carried, etc., to: JACK LEBOWITZ, 
Whitmire, South Carolina. 





BUSINESS OPPORTUNITY 
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Method 12-30 Se. Market St., Boston, Mass. 











Boot and Shoe Recorder 














WANTED TO PURCHASE WANTED TO PURCHASE 








BARIS BUYS for CA 


Quality Shoes for Men, Women s ro STOreS 
and Children Short Term Leases Assumed 
Scrupulous Protection tose. ITM Ru UCM ou be 


BARIS SHOE CO., Inc. 






New York 7, ¥. Y. Tel.: WOrth 2-5180 





CASH PAID FOR 
SHOE STORES 
CLOSE OUTS, JOB LOTS 
SHORT LEASES ASSUMED 


B. SABIN 
93 READE ST. NEW YORK 13, N. Y. 
Telephone: WOrth 2-2515 


MY HOBBY 
Buying, Selling Shoes for 35 yeors 
CASH TOP PRICES 
Discontinued stocks 
HARRY HESS 


76 Reade Street New York 7, N. Y. 
Telephone: WOrth 2-888! 

















TOP PRICES FOR YOUR SURPLUS BETTER GRADE SHOES 
Convert into cash—any quantity 
YOUR NAME PROTECTED . .. WRITE — WIRE OR PHONE 
RELIABLE SPECIALISTS IN FINE SHOES FOR 15 YEARS 


M. K. WEIL SHOE CO. 


1215 Washington Avenve—St. Louis, Mo. Central 4898 


SELL YOUR JOB LOTS 


SAM CAMITTA & SONS 

95 Reade St., New York 13, N. Y. 

FOREMOST SHOE BUYERS SINCE 1906 
COrtiandt 7-6378-9 








WILL BUY CLOSE OUTS AND 
COMPLETE STOCKS 
of Quality Shoes for Men, Women and 


Children 
FOR CASH 


BROITMAN-GAFFIN SHOES, INC. 
147 Deane Street New York 7, N. Y. 
Telephone: WOrth 2-4548 























SELL US YOUR OVERSTOCK OF BETTER QUALITY SHOES ( 
QUICK ACTION — FAIR PRICES 

Wire—'phone or write immediately ( 

FINE FOOTWEAR 

OVER A QUARTER CENTURY ( 

MOSINGER BROS. 1235 WASHINGTON AVE. ST. LOUIS, MO. ) 
\ 























ssssSSSSS8885 
MERCHANTS’ NEEDS 
7 Turn Your Surplus Stock ® 
9955 Into Cash $555. | [New aDsusTABLE 
$ CLOSE OUTS—JOBS— Price ticket Po G. 
Complete Stocks—Gov't conates Liy ULIP 
$ ene nace Aen $ tien ot for Price ‘eee ~ 
$ $ — { 
g WELDON SHOE & SLIPPER CO.g | | caive pot. 
720 Fifth Ave. Pittsburgh 19, Pa. ented fecture. 
5 Phone: ATlantic 0705 $5 gross 
s$ssssssss88 27 
gross 
M. D. POLLINGER CO. 
MERCHANTS’ NEEDS HOLLAND BLDG. ST. LOUIS, MO. 

















MERCHANTS’ NEEDS 











USED X-RAY SHOE 
FITTING MACHINES 


X-Ray shoe fitting machine in 
good condition. $275.00 


Adrian X-Ray, Midget model! for 
small store, good appearance and 
performance. $350.00 


Adrian X-Ray—two on hand, full 
size and excellent condition. 
$350.00 


Adrian Special — discontinued 
model—new machine guarantee. 
$450.00 


M. B. ADRIAN & SONS 
2507 S. Howell Avenue 
Milwaukee 7, Wisconsin 
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ADVERTISING 


\a GQOTTOEU 


1 





—here’ how to get 
More Business! 

















All Shoemen should own an ALL PURPOSE SHOE STICK 
SAVE SALES 

Easy to Use for all types 

of shoe stretching on men's, 


women's and children's 





ROOM 204 Guaranteed tor Time shoes. 
120 w. main st. ALL PURPOSE SHOE STICK CO. rocxrorp, nimors 

















January |, 1948 
















BUILD BUSINESS 
THAT REPEATS? 
WITH THESE 


EXCLUSIVE FEATURES 







| 













Allen Edmonds’ unique STOCK PLAN 
G . « « Cuts inventory, multiplies turn- 

over, pyramids profits. 

Allen Edmonds’ U-Turn Flexibility . . . 
2) eliminates breaking-in, insures match- 

less comfort. 


Allen Edmonds’ special Nailess Osteo- 
path-ik Construction. 


Consistent national advertising . . . 
4) year ‘round in Esquire; seasonally in 
TIME, NEWSWEEK, HOLIDAY, TRUE. 


Advertising aids . . . cooperative ad- 
vertising, mat service, display ma- 


terial, booklets, etc. 





ALLEN EDMONDS 
SHOE CORPORATION 
BELGIUM, WISC. 











during that period. 

Mr. Weil feels that special promotion 
selling and clearance sales will afford 
the retail shoe merchant the means of 
keeping pace with a highly selective 
consumer and the continuous want for 
changing style. Special purchases and 
their promotion, and clearance sales are 
characteristic of competitive selling, he 
says. 

“When stocks get a little lower,” he 
explains, “these methods of selling will 
come into their own, and with it will 
come a greater need for the services of 
the jobber.” 

By filling the order quickly, Mr. Weil 
points out, the merchandise is made 
available to the consumer while the de- 
mand still is alive. “Actually a jobbing 
firm fills the demand variance or de- 
mand gap of a commodity by moving 
that commodity out of a locality where 





Salesmen of the Fortune Division of the General Shoe Corporation are shown iit no longer is salable to a locality 
after inspecting the plant in McMinnville, Tenn. They previously had attended a where it is,” Mr. Weil says, “and it 
sales meeting in Nashville, Tenn. Members of the firm's advisory committee are: offers a market for the sale of surplus 
{front row, left to right) Everette Dodson, personnel manager, Edith Simpson, J.C. — choes. either in the hands of the retailer 





Moffitt, Oleida Brock, Chairman James Bouldin, Carletta Talley and Alton Smith. or the manufacturer. The jobber also 





Sees Importance of 
Jobber Increasing 


St. Louis, Mo.—Meyer K. Weil be- 
lieves the services of the shoe jobber 
are becoming more and more important, 
because, he says, shoe retailers are fast 
approaching the period when special 
sales will be necessary to hold up their 
volume. 


As president and founder of the 
M. K. Weil Shoe Company, here, a job- 
bing firm of quality shoes, Mr. Weil is 
well qualified to express such an 
opinion. He has observed both the lean 
and the lush intervals of consumer de- 
mand since he established his business 
in the depression year of 1932, yet his 
growth has been continuous despite the 
peaks and valleys of the business cycle 


often eliminates the period of waiting 
by a retailer for certain styles, which 
otherwise would have to be made up by 
the manufacturer.” 

Successful competitive selling neces- 
sitates this constant movement of stock 
in and out of a shoe department or 
store, Mr. Weil believes, to a much 
greater degree now and in the new year 
than during the war years and early 
post-war period. 


Boot and Shoe Recorder 
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“THE APPEARANCE OF OUR LINE HIT A NEW HIGH 
when our factory turned to United for Finishes’’ 








The Sales Manager who asked for better finishes for his entire 
line may — or may not know 4ow the factory obtained results. 


In this case, his finishing room foreman called in a United Finish- 


ing Specialist to analyze finishing practices, to suggest and demon- 
strate the way to get the best results ... and to supply the materials 
for the job. 


United Finishing Specialists can provide you with finishing for- 


mulas and methods that will restore and enhance the original char- 
acter of the leather surface. Throughout the country, these men are 
helping manufacturers improve the appearance of their shoes. 

For help in stepping up the “buy appeal” of your line call upon the 


FO R UPPERS 4 services of the qualified United Finishing expert in your area. 


— "BOTTOMS | UNITED SHOE MACHINERY CORPORATION 
BOSTON, MASSACHUSETTS 











Boot and Shoe Recorder 
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Each Colonial Tannery makes only one type of leather— 
the reason for the superiority of 






- LEATHERS 
: ints and 55 is workers permit us 
fer uniformity of tannage. 





Crolerial innine COMPANY, INC., BOSTON 11, MASSACHUSETTS 











Because GERBERICHS 
are more popular with kids 
who are always “on the 
move,” naturally they get 
plenty of the fast action that 
wrecks shoe leather and tries 
Mother's temper. Because 
they stand up to that kind of 
action, and keep looking bet- 
ter. longer, GERBERICHS 
are winning more friends 
each day among boys, 
mothers, and dealers. 
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